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convention, which opens tomorrow morning, the get- 
together dinner meeting of the New England State As- 
sociations of Insurance Agents was held at the Hotel Went- 
worth here this evening. A feature of the gathering was the 
address of welcome delivered by George G. Bulkley, president 
of the Springfield Fire and Marine Insurance Company. Mr. 
Bulkley, in his address, voiced his pleasure at being able to 
attend and went on to point out the requirements necessary 
on the part of insurance agents if the business of insurance is 
to continue its steady and rapid development. Hinting at the 
possible events of the convention sessions Mr. Bulkley said 
that he expected not only a reiteration of the declaration of 
the National Association, but a further enunciation of the prin- 
ciples which will be rational and wise evidence of the 
agents’ intentions to adopt and work out these principles for 
the company good. “There is no place in a business such as 
ours for those without vision or those whose eyes are closed 
to the changes that are taking place in this country,” said the 
speaker. Insurance agents and others in the business should 
be able to demonstrate their ability to judge and act wisely and 
should keep faith in the sound foundation of insurance and 
the solidity of its structure. Continuing along this line Mr. 
Bulkeley said : 

The foundation of our business is sound, as proved by the 
progress insurance has made, but it may be necessary to reno- 
vate or enlarge it to enable us to meet changed conditions. It 
will call for much wisdom to determine where and how to 
judge if it be necessary, so that the foundation may stand un- 
impaired. It will be a true test of the American Agency Sys- 
tem, which should be so firmly established that any situation 
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ABOUT 500 AT NEW ENGLAND MEETING 


Milwaukee Resolution to Be Presented by Advisory Board of 
Association 


[SpecraL DispATCH FROM A STAFF CORRESPONDENT] 


which may arise within the scope of the activity of the local 
agent will be brought under control.” 

The president of the Springfield Fire and Marine Insurance 
Company warned agents that there is no place in the insurance 
business for those who lack courage to face problems or who 
are unwilling to make every effort to solve difficulties, nor is 
there any place for those who do not exercise good faith in 
their transactions. 

Concluding his remarks President Bulkley said that agents 
“are fortunate in being in the position of makers of history.” 
They should “exercise vision, wisdom, courage and good faith 
that the American Agency System and all that it implies may 
be perpetuated.” 

A meeting of the New England Advisory Board during the 
afternoon, at which Cliff C. Jones, chairman of the executive 
committee of the National Association, and James Case, former 
president of the National body, discussed the Milwaukee Dec- 
laration as it applied to New England. This question will be 
presented to the convention proper during the coming sessions. 

About 500 men and women faced Edwin J. Cole when he 
brought the dinner meeting to order. Mr. Cole is president 
of the New England State Associations and New England 
vice-president of the National Association. Greetings from 
the Commonwealth of New Hampshire were voiced by Hon. 
Hobart Pillsbury, Secretary of State, who, among other things 
spoke of the worth of insurance agents and said that “if it 
were not for life insurance, half of us would go broke paying 
the taxes needed to support alms houses.” He also urged in- 
surance men to do their part in the future development of 
New Hampshire. 

Greetings from the city of Portsmouth were conveyed to the 
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gathering by Hon. Orel A. Dexter, mayor of the municipality, 
who has been an insurance man for 20 years and, at present, 
is connected with the Granite State Fire Insurance Company. 
Edgar B. Prescott, president of the New Hampshire Associa- 
tion of Insurance Agents, welcomed the convention members 
on behalf of his organization and expressed appreciation of 
the fact that the Association had for the fourth time chosen to 
congregate in New Hampshire. The address of George G. 
Bulkley, president of the Springfield Fire and Marine, fol- 
lowed that of Mr. Prescott. The speech of Hon. Howard P. 
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Dunham, Insurance Commissioner of Connecticut, js sum. 
marized on another page of this issue of THE Spectator 

Cliff C. Jones, when called upon by President Cole, discusses 
the necessity for, and the existence of, the National Aggo¢, 
tion principles as embodied in the Milwaukee Declaration and 
stated that “the intrinsic value of an Insurance Agency &. 
pends on the enforcement of these principles.” What a sparke; 
is to an automobile, this Declaration is to the National Aggy, 
said Mr. Jones. 

(Concluded on page 29) 
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Ten Years’ Growth and Waste 


HE accompanying table reports the ““Ten Years’ Growth 
and Waste” (1915-1924) of twenty-eight of the oldest 
life insurance companies and indicates that while these 

companies wrote a tremendous volume of new business in the 
course of the ten years, there was about three hundred dollars 
of insurance lapsed or surrendered for every $1,000 of new in- 
surance written. It seems almost unbelievable that almost one- 
third of the entire volume of new business issued and paid 
for during the last ten years has gone off the books as lapsed 
or surrendered insurance. Herein, indeed, is the present-day 
problem of life insurance underwriting, namely, 
the insurance already on the books. The idea of the necessity 
of life insurance protection is so thoroughly inculcated into the 
American citizenry that its purchase is practically upon the 
basis of other stable articles; but it is apparent that in the 
training of the modern insurance agent the necessity of plac- 
ing permanent protection is as much to be stressed as the mere 
writing of life insurance. 

It is further noted in the table that with regard to the amount 
of money paid on surrendered policies, in relation to the amount 
of surrendered insurance, practically the same ratio prevails, 


to keep alive 


Copyright, 1925, by The Spectator Company, New York. 


for there is about three hundred dollars of money paid policy. 
holders on every one thousand dollars of insurance surrendered 
This condition involves tremendous waste, and further empha- 
sizes the importance of making every effort to lessen the volume 
of surrendered insurance. 

As an indication of the great gains made by the life insur. 
ance companies in the past decade it is noted in the table that 
twenty-two out of the twenty-eight companies have more than 
doubled their insurance in the past ten years, and that sixteen 
of these companies have gained in insurance over fifty per 
cent of their new issues. 

This table shows that twenty-eight companies in the ten 
years wrote $29,034,777,477 of new business, while the lapsed 
insurance amounted to $5,260,200,875, and the surrendered 
insurance to $3,675,880,475. The amount of money paid for 
surrendered policies was $1,098,957,742; the amount paid on 
each one thousand dollars of surrendered was $2098.97, 
while the percentages of lapses and surrenders to new issues 
was 30.78 per cent. The total gain in insurance in force during 
the ten years was $16,710,285,483, the percentage of increase 
in insurance in force being 138.44 per cent, while the percentage 
of gain in new issues was 57.56 per cent. 


TEN YEARS’ GROWTH AND WASTE (1915-1924) 
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Issued and Lapsed Surrendered Paid for $1000 of to Gain in Insur- Gain to New Force (1915- 
NAME AND LOCATION oF COMPANY Paid For Insurance Insurance Surrenders Surrenders New Issues ance in Force Issues 1924) 

Ree Ee re 1,809 674,996 344,065,654 195,869,867 28,010,427 143.00 29.83 964,068,562 53.23 253.15 
Berkshire, Pittefield .... .. 6.6... 189,809,436 18,373,772 17,681,524 5,998,766 339.35 19.00 81,114,356 42.73 106 .88 
Connecticut General, Hartford........ 686,670,152 129,312,179 64,783,654 5,053,550 78.02 28.27 417,834,747 60.85 494.10 
Connecticut Mutual, Hartford........ 521,156,539 95,931,572 79,322,021 180.30 33.64 312,963,162 60.06 137.10 
Equitable, New York............. 1,958,837 ,913 688,561,023 417,351,014 160, 228, 769 383 .81 56 .46 1,824,254,819 93.11 122.08 
Equitable, Des Moines............... 463,882,800 117,671,973 24,551,727 5,786,235 235.67 30.65 297,185,338 64.07 344.00 
Fidelity Mutual, Philadelphia......... 333,458,142 94,182,481 35,655,893 12,833,868 359.80 38.92 156,406,524 46.90 116.63 
Guardian, New Vork ... . ..0csecsceses 329, 194,739 77,648,016 41,597,615 12,186,643 293.04 36.21 99,304,140 30.16 66.15 
Piamne Tite, NEW WOTK 6. 6 500 50.018 o0% 87,341,614 61,877,060 43,105,201 9,413,08 218.35 36.55 139,636,981 48.59 115.47 
Manhattan Life, New York........... “85 9,564,177 33,180,615 23,123,231 8,577,959 371.05 65.80 8,349,666 9.76 12.34 
Massachusetts Mutual, Springfield..... 1,160,325,265 129,031,336 139,422,598 23,192,940 166 .34 23.15 800,484,709 69.00 227 .95 
Michigan Mutual, Detroit. -..o vccces 142,186,351 54,519,335 14,167,770 4,280,367 302 .03 48 .30 57,114,825 40.16 106.00 
Mutual Benefit, Newark «cs ccs csc ose 1,597 175,835 105,603,669 149,286,678 51,993,237 348 .20 15.96 1,069,767 ,241 67 .00 149.82 
Mutual Life, New Vork.............. 3,115,651,710 484,428,054 660,020,066 227,314,520 344.40 36.71 1,396,417,444 44.80 86.56 
National Life, Montpelier............ 441,141,972 61, 919 055 50,933,523 14,155,154 278.08 25.60 226,930,493 51.44 116.59 
New England Mutual, Boston......... 746,742,578 103,279,473 54,921,142 17,093,289 311.17 21.19 490,352,521 65.68 168.68 
New York Life, New York............ 5,058 ,662,448 998,680,288 530,110,864 226,161,262 426.70 30.22 2,348,005,807 46.42 100.06 
Northwestern Mutual, Milwaukee..... 2,453,953,886 295,040,719 230,907,101 91,847,658 397.80 21.43 1,513,724,035 61.70 110.92 
Pacific Mutual, Los Angeles.......... 641,365,488 100,399,172 57,053,127 15,048,836 263.81 24.56 382,789,280 59.68 247.76 
Penn Mutual, Philadelphia........... 1,395,833,205 176,988,314 172,573,848 47,362,762 274.39 25.04 739,060,517 52.94 119.06 
Phoenix Mutual, Hartford............ 415,138,009 69,098,872 47,729,222 10,750,192 225.26 28.14 233,047,486 56.13 143.02 
Provident Mutual, Philadelphia....... 811,327,058 155,317,156 122,704,671 23,530,333 191.75 34.27 388,741,432 47.92 122.77 
Security Mutual, Binghampton........ 106,760,710 53,447,858 9,634,524 3,902,533 405.10 19.06 30,839,138 28.87 63.70 
State Mutual, Worcester............. 410,318,564 50,640,995 34,896,883 11,369,997 325.81 20.85 253,073,845 61.70 142.27 
AHAVEIETS, TIGTHOTE 5.066 occ eiscesasices 2,623,380,439 559,541,428 200,223,456 24,381,592 121.77 28.96 1,767 ,484,313 67.36 506 .90 
Union Central, Cincinnati 1,144,081,188 169,313,383 232,464,768 32,481,312 139.69 35.13 701,554,279 61.33 175.14 
Union Mutual, Portland... 68,839,037 17,893,661 14,872,743 8,099,962 544.70 47.61 8,266,655 12.01 12.64 
United States, New York............. 36,303,226 14,253,762 10,915,744 3,603,156 329.93 69.34 1,513,168 4.17 5.88 

Aggregates (28 companies)........ 29,034 777,477 5,260,200,875 3,675,880,475 1,098,957,742 298.97 30.78 16,710,285,483 57.56 138.44 
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THE INSURANCE PUBLISHING 
BUSINESS 

NWARRANTED interference and 
U unfair competition are to insurance 
men what a red flag is to a bull. The dis- 
tinction lies in the fact that the bull’s re- 
sentment is based on a hallucination; but 
the resentment of insurance men is fre- 
quently justified by the peril to their busi- 
ness or the injury to their means of liveli- 
hood which lurks in the mouthings of 
the questionable 
operators. So 


and in 
discredited 


demagogues 
methods of 
much for the ethics of insurance. 

Now, as regards the relationship be- 
tween insurance publishers and insurance 
journals and the great institution they 
serve, what happens? Well in most cases 
there is harmonious co-operation and an 
understanding, on the part of insurance 
companies, general agents, brokers and 
agents, of the good that the publishers 
accomplish in aiding the healthy develop- 
ment of the business and in bettering the 
public’s comprehension and appreciation 
of what indemnity means. 


PustisHers Alp INSURANCE PROGRESS 


The Spectator Company, particularly, 
through its several hundred insurance 
publications, serving the interests of the 
business over a period of fifty-seven 
years, has played a prominent part in the 
progress of the insurance companies. The 
statistical information and tables con- 


tained in such annual works as Distribu- 
tion by States of Fire Insurance in the 
United States : The Insurance Year Books, 
Life, Fire and Casualty volumes; the 





Hlandy Guide to Premium Rates, Appli-publishing house exists because of the 


cations and Policies; The Life Insurance 
Policyholders Pocket Index ; The Fire In- 
surance Pocket Index ; The Handy Chart 
of Casualty, Surety and Miscellaneous 
Insurance Companies, and many others, 
have assisted the companies to so conduct 
their operations as to win a favorable ver- 
dict at the hands of the public, and to se- 
cure the best agency representations. The 
tens of millions of life insurance publica- 
tions distributed by The Spectator Com- 
pany through the insurance institutions 
transacting this class of business, and 
their agents, during the past fifty-seven 
years, have exerted a tremendous force 
for good and have resulted, to no small 
extent, in the American people’s recogni- 
tion of the beneficence of life insurance. 
Other insurance publishers have similarly 
contributed to the growth of insurance, 
and the combined efforts of all have con- 
stituted a bulwark of support to the com- 
panies in their relations with their agents 
and with the public. 


ASSOCIATIONS CoMPETE UNFAIRLY 


There are some insurance organizations 
and associations, however, that have en- 
tered the publishing business for profit in 
direct competition with the independent 
insurance publishers; and there may be 
others that are planning such a step. In 
not a few instances, this movement ap- 
pears to be in violation of the associations’ 
or bureaus’ rights as stated by their char- 
ters. The curious thing about the proced- 
ure is that insurance men who are first 
to rail against unfair competition and un- 
warranted interference in their own busi- 
ness, do not voice any serious protest 
against organizations with which they are 
connected entering the insurance publish- 
ing business for profit. Not only do they 
allow these associations to proceed with 
their own separate and often not very 
successful publication ventures, but they 
frequently permit them to adapt ideas 
from existing and reputable insurance 
publishing houses and issue similar ma- 
terial in the same field, thus practically 
paralleling works of insurance publishers. 

It is well known that individual insur- 
ance publications, with the exception of 
the business papers of insurance, whose 
great service is made possible by adver- 
tisements, do not, of themselves, return a 
sufficient profit to warrant their exclusive 
compilation and production. The large 
and established independent insurance 
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joint income derived from an insurance 
paper, many different books, and other 
publications. Every time an insurance 
organization or association attempts com- 
petitive publishing, more or less for profit, 
or for the instruction of members, it cur- 
tails the sale of some publication issued 
by independent publishers; and, if the 
practice were carried to extremes, would 
finally make it impossible for them to 
continue. 
PARALLEL PUBLICATIONS 

A number of company and agency or- 
ganizations have for several years con- 
ducted publications presumably for the 
benefit of their members, paralleling, as 
already stated, insurance papers, books or 
other publications issued by _legiti- 
mate insurance publishers, thus  en- 
croaching on the. business of the 
latter and discouraging initiative and 
the further development of their en- 
terprises. Some of these organizations 
have also engaged in insurance book 
selling and solicit publishers to allow 
them trade discounts so that they in 
turn can sell books and possibly give 
discounts or rebates to the consumers 
in the business, the companies and their 
agents. 

Fuit-Time AGENTS AND Futi-TIME 
PUBLISHERS 

Regular insurance companies resent 
the entrance into their field of activi- 
ties of any classes of so-called “selling at 
cost” insurance organizations as competi- 
tors, not equipped to transact the business 
of insurance as regulated by the various 
state laws protecting legitimate insurance 
corporations. 

Why do fire and casualty insurance 
agents decry the attempt of automobile 
clubs to write insurance for their members 
at reduced rates, or “at cost,” while they 
stand by and witness the same inroads 
made upon insurance publishers by in- 
surance organizations ? 

Why do life insurance agents deprecate 
the appointment of a college man as agent, 
on the ground that all other agents should 
have a chance to compete for this busi- 
ness, because they say such action tends to 
take the bread and butter from the mouths 
of the agents at large, and, at the same 
time, why do the life agents encourage 
such practices on the part of their own 
organizations, tending to starve the legiti- 
mate insurance publishers? 

The various organizations of insur- 
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WEIGHING THE PROFITS 


In the language of commissions, the Scales tell the story of the multiple advantages of 
representing a multiple line Company. 


Success speaks in several languages but the mother tongue speaks more accurately in 
terms of profit to the salesman. 


ACCIDENT AND HEALTH insurance is protection at the source—cementing the 


foundation of every insurance program, the individual income. 


LIFE INSURANCE carries on—protecting insurance needs, and completing the 
program. 


MULTIPLE LINES ARE MUTUAL BUILDERS 
OF THE SALESMAN’S PROFITS 


WEIGHING THE PROFITS IS 





THE FINAL TEST 


NIE 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT # HEALTH « GROUP 
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ance agents demand the employment 
py the companies of full-time agents 
everywhere and deprecate any plans 
whereby one large corporation or in- 
stitution shall place its insurance through 


only, not permitting the 


one agent 
agents of the various companies to bid 
for such business. sut, how soon the 
Golden Rule is forgotten when an insur- 
ance organization thinks it sees an object 
to be attained by engaging in the publish- 
ing business! Many arguments are ad- 
yanced in favor and in support of the full- 
time agent, but some underwriters show 
a woeful lack of interest when questions 
arise involving the protection of the rights 


of the full-time publisher. 
Most I’ FFECTIVE 


INDEPENDENT PURLICATIONS 


The public generally does not give ab- 


solute credence to statistics, information 


and literature published by insurance or- 
ganizations. The average citizen is prone 
to take them cum grano salis, but when he 
understands the publications are issued 
by an independent insurance publishing 
house, of high standing, he accepts the 
material as authoritative, and is more 
likely to consider the subject as being 
treated unbiased 


from an standpoint. 


This is one reason why reliable in- 
surance publishers are welcomed and fos- 
tered by all thinking insurance executives. 
Another consideration is that these pub- 
lshers’ sources of information and ave- 
nues for obtaining and compiling data are 
usually broader in scope and more au- 
thentic than those possessed by insurance 
associations or bureaus. In addition, 
these publishers, since the compilation 
and production of insurance works is their 
only source of revenue, have perfected 
their methods and channels of distribu- 
tion to insurance companies and agents 
and to the public, along the most success- 
ful and far-reaching lines. Responsible 
insurance publishers aid, but do not inter- 
fere with, the business of insurance: and 
insurance organizations, associations or 
bureaus ambitious to issue and sell publi- 
cations, should not introduce the elements 
of unfair competition by entering the in- 
surance publishing business for profit, or 
lor practicing rebating to their members. 


It will be borne in mind that the topic 
of unfair competition is a subject much 
discussed year in and year out in the vari- 


ous insurance conventions. Insurance 


men, give a thought in the direction of 


how this topic, as above delineated, af- 
fects the business of insurance publishers 
who constantly serve your interests! 





Pocket Register of Life Associations, 1925 
The Pocket Register of Life Associations, 
1925 edition, which is the fortieth annual issue, 
has been published by The Spectator Company. 
This useful and condensed pocket reference 
work presents statistics of the condition and 
stipulated premium associations, 
business life associations and fraternal life in- 
surance orders in America, including data for 
the five years ending January 1, 1925. It 
shows items of income, expenditures, financial 
condition and insurance account for each year, 
1924, inclusive. 
For the stipulated premium associations the 


business of 


1920 to 
following items are presented: Name; loca- 
tion; date of organization; principal officers: 
premiums; other payments by members; total 
income: payments for death claims; other pay- 


ments to members; payments to agents and 


medical examiners; expenses of management: 
total 


force at 


total disbursements; total admitted assets; 


liabilities; number of certificates in 


end of year; amount written during 


at end of 


year; 
amount in force year, and death 
rate per $1000 of mean insurance in force. 

In the division devoted to business life asso- 
ciations, items are given similar to those named, 
except that in the first dollar column are shown 
net amount received from members, and the 
next column shows all other receipts. 

The section devoted to fraternal orders con- 
tains columns headed net amount received from 
receipts; total 


agents’ commissions and 


members; all other income: 


paid for claims; 
of management: 
admitted 


number of certificates in 


examiners’ fees; expenses 
liabili- 
at end 


of year: amount written during year; amount 


total disbursements: assets; 


ties ; force 
in force at end of year; death rate per $1000 
mean insurance in force. 

The Pocket Register of Life 
contains forty pages and cover, and its prices 


Associations 


are as follows: Manila cover, 75 cents; in 


flexible pocketbook, $1.25. 





West Coast Life to Write Non-Medical 

The West Coast Life Insurance Company, 
San Francisco, has announced that it will write 
insurance in the future. It 
will be written between the ages of 15 to 45, 
with a limit of $2500 on male lives and $1000 
on female lives. Term insurance will not be 
accepted on this plan. 


non-medical life 


Heads Executive Committee 

PHILapELPutA, Pa., June 19.—Frederick G. 
Woodworth, agency superintendent of the John 
Hancock Mutual Life Insurance Company, and 
president of the Philadelphia Association of 
Life Underwriters 1923-24 was unanimously 
chosen chairman of the executive committee at 
a meeting held in the Bellevue-Stratford Hotel, 
Philadelphia, on Monday. 
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TO STUDY UNITED STATES METHODS 
Actuary of Latino Americana Visits The 
Spectator as Part of Plan to Learn 
American Insurance Practices 
Mario Dominguez, actuary of the Latino 
Americana Cia. de Seguros Sobre la Vida of 
Mexico City, paid a vasit to the offices of 
Tue Spectator in the course of his visit to 
New York city, where he is now engaged in 
an extensive and exhaustive study of the 
methods and practices in vogue with the larger 
United States life insurance companies. Mr. 
Dominguez, who has been a subscriber to THP 
Specrator for many years, expects to remain 
in this country for some time before return- 
ing to the offices of his company in Mexico 

City. 

The Latino Americana, of which Mr. Dom- 
ineuez is actuary, is one of two domestic 
life insurance organizations in Mexico. On 
December 31, last, it showed assets of approx- 
imately $3,000,000, while the insurance in force 
amounted to $20,000,000. During 1924 the 
company did a business of $6,000,000 and as 
the disturbing conditions in Mexico continue 
to adjust themselves, Mr. Dominguez con- 
fidently anticipates, especially in view of the 
company’s record for the first four months of 
1925, the business of this year to far surpass 
any previous record. 

The Latino Americana and the National of 
Mexico, a life insurance organization of a 
size equivalent to the former, value their busi- 
nesses on the Tropical Table with 4 per cent 
interest. At the present time no other life in- 
surance company is actively operating in Mex- 
ico but word from the Mexico Insurance De- 
partment would indicate that the Confedera- 
tion and the Sun, both of Canada, will recom- 
mence the solicitation of new business which 
they ceased in 1914, maintaining offices, how- 
ever, for the benefit of old policyholders. 


Des Moines Life Gets Midland Business 

Des Mornes, Iowa, June 19.—The suit that 
has been pending in the Federal Court at St. 
Paul for several weeks, involving the enforce- 
ment of a contract on the part of the Mid- 
land Life Insurance Company, of St. Paul, 
for the reinsurance of its business in the Des 
Moines Life and Annuity, contested by the 
Dakota Life of Watertown, S. D., has been 
decided in favor of the Des Moines concern 
and the merger has been ratified by the stock- 
holders in both companies. It will be thirty 
before the of the reinsurance 
plan are consummated. 


days details 


Michigan Life Company Officers Meet 

At the annual meeting of the Michigan As- 
sociation of Life Company Officers, held at 
the Book-Cadillac, recently, officers were elected 
as follows: President, M. FE. O’Brien of the 
Detroit Life; P. Hull 
of the Grange Life; A. F. Moore of the 
Michigan Mutual; C. F. Cross of the Ameri- 
can Life; Francis F. McGinnis of the Agricul- 
tural Life; James D. Baty of the Detroit Life; 
secretary, M. O. Rowland, American Life. 


vice-presidents, N. 
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New York Life Insurance Company 


A purely mutual Life insurance company is strictly a service company. It is not founded 
to make money, although its founders and managers may properly receive compensation 
in proportion to the value of their labors in making the company serve its members and the 
public. The New York Life has been serving its policy-holders and the public for eighty 
years. It has become a very large Company—the third largest life insurance company in 
the world, and the largest life company not doing industrial insurance. A large life company 
is more important than a small company only because it does a greater service, or does it 


better. 
THERE ARE MEASURES OF THE SERVICE 


which a life insurance company does. We propose to set forth in order, from time to time, 
twelve measures of service of the New York Life Insurance Company. 


THE AMOUNT OF DEATH CLAIMS PAID 


is the first and greatest measure of the service done by a life insurance company. If men 
did not die prematurely—before they expect to and before the work they set out to do is 
done,—there would be no field for life insurance. A life insurance company does many other 
beneficent things—by-products, so to speak—but the payment of death claims is the greatest 
single service a life company renders to the community, and the amount of such claims is 


_ {THE FIRST MEASURE OF ITS SERVICE 
The amount of Death Claims paid by the New York Life in 1924, was 


$38,021,347.02 


The ages at which these insured persons died, and the amounts insured at the different 
ages, were as follows: 


Age at Death Lives Insurance 
30 Years of age and under.................. 924 $2,292,434.67 
Between 30 and 40 years.................... 1,536 4,935,079.56 
Between 40 and 50 years................... 2,358 9,841,418.23 
Between 50 and 60 years.................... 2,843 11,223,884.43 
SPD IIS akon oko es Sv eecwccasscesete ed 3,120 9,728,530.13 





10,781 $38,021,347.02 


Included in above are 1,074 women insured for $1,893,941.21 


Heart disease, cancers and tumors, and accidents were the causes of over-one-third of 
the total number of deaths. 

During 1924 the Company declined 22,000 applicants who applied for over 79 millions 
of insurance. They delayed insuring until they were uninsurable. 

A life insurance policy paid at death does one or more of these three things: 

1, It provides an estate if the insured has none and increases it if he has one. It keeps 
the home and educates the children. 

2. It provides capital to keep a business going. 

3. It provides ready money needed for the Federal Estate Tax, the State Inheritance 
Tax, and the cost of administering the estate, and so prevents the forced sale of securities. 


Amount paid by the NEW YORK LIFE in DEATH CLAIMS in 80 Years over $790,000,000 


Not a Commodity—But a Service 
DARWIN P. KINGSLEY, President 
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CONFERENCE SUCCESSFUL 





sales Bureau Discussions Remark- 
able for Frankness 





AGENCY CONVENTIONS A TOPIC 


qver One Hundred and Fifteen at Hartford 
Gathering of Agency Managers Last 
Week 


One hundred and fifteen life 
agency executives gathered in Hartiord, June 
vy, 18 and 19 in order to attend the third spring 
conference of the Life Insurance Sales Re- 
garch Bureau of that city. The unanimous 
opinion of these executives was that the ses- 
sions produced more concrete material than 
had ever previously been made available to the 


insurance 


agency officials of the United States and 
Canada. 
The opening session commenced at 9:30 


Thursday morning with John Marshall Hol- 
combe, Jr, manager of the Bureau, acting as 
chairman. He first called upon two of the 
Hartford agency officials Vice-President K. A. 
Luther of the A©tna, who is a member of the 
Bureau’s executive committee, and Super- 
intendent of Agents H. H. Armstrong of the 
Travelers, who is a member of the executive 
committee of the Life Agency Officers Asso- 
ciation, to express the welcome to the citv on 
behalf of the local companies. , 

Many weeks in advance of the meeting, the 
Bureau had put in the hands of numerous 
agency officials an outline of each of the four 
principal topics which were to be discussed. 
These outlines made it possible for each 
speaker to follow the topic in logical order, 
and the results of this method were enthu- 
siastically received, both by the speakers them- 
selves and by the audience. The first topic of 
the meeting was the matter of Company Con- 
ventioris for Agents. 
The discussion on covered a 
number of principal points—the purpose of the 
convention, the 


conventions 


essential in 
deciding upon the location, the formulation and 
character of the program, the manner in which 
the home office handles the transportation of 
agents, features outside the business session, 
handling of expenses, and in addition to these 


considerations 


topics, a similar analysis of the manner in 
which regional or sectional conventions are be- 
ing used by companies. 

The first speaker on the subject of conven- 
tions was George H. Harris, supervisor of 
Field Service for the Sun Life of Montreal. 
Mr. Harris outlined in his inimitable manner 
the various ways in which his company has 
been handling the problem and he was followed 
in turn by other agency officials—Frank H. 
Sykes, vice-president of the Fidelity Mutual: 
A. Gordon Ramsay, superintendent of the 


Canada Life; A. L. Dern, superintendent of 
agencies of the Lincoln Life; Robert P. With- 
ington, agency supervisor of the National of 
Vermont: W. E. May, vice-president of the 
Peoria Life, and W. H. Harrison, assistant 





superintendent of agencies of the Connecticut 
Mutual. 

At the afternoon session the topic was enter- 
ing new territory and in this connection the 
following subdivisions were discussed by the 
speakers—essential preliminary consideration 
before entering new territory, visits by home 
office representatives to the territory, use of 
paid organizers in opening up new territory, 
financial basis upon which new managers or 
agents are placed by the company, 
transferring 


general 


organizing new territory by 


representatives from other territories and, 
lastly, the 
to secure 
agents or managers. 

Speakers on this topic were as follows: L. 
M. Bidwell, superintendent, 
table; Eugene E. Reed, vice-president, United 
Life and Accident; E. J. Harvey, supervisor 
of agencies, North American of Toronto; 
A. Fulton, vice-president, Continental 
cf Wilmington; T. D. Blair, assistant agency 
manager, Pilot Life; W. F. McCleod, manager 
of agencies, Southern States; A. L. 
superintendent of agencies, Lincoln National, 
and Walter O’Donohue, secretary of the Jef- 
Standard. Although the meeting was 
primarily designed for the moderate-sized 
companies, there were several questions asked 
by representatives of the larger companies, and 
at the conclusion of the discussion the assist- 
ant manager of the Bureau, H. F. Niles, 
described in detail some which the 
Bureau has been doing in securing figures in- 
dicating the relative wealth and prosperity of 
various sections of the United States. 


pressure put on by the home office 


organization work by new general 


Ontario-Equi- 


James 


Dern, 


ferson 


work 


CONSERVATION DISCUSSED 
Despite the entertainment of the previous 
the conference started on schedule 
time Friday morning, and proceeded at once to 
In intro- 


evening, 


consider the topic of conservation. 
ducing this topic, the Bureau expressed the 
opinion that it was of such vital importance 
to all companies that the responsibility for 
conservation operations should be centralized 
in some one individual at the home office. The 
need for the centering of this responsibility 
was brought home to the Bureau by the state- 
ment, from several companies, that since the 


Bureau began studying the question, these 
companies had realized that there were many 
things being done of a conservative nature 


which were somewhat disorganized because of 
not being under the authority of one individ- 
ual. The chairman of the meeting then intro- 
duced H. B. Watson of the Bureau staff, who 
recently wrote the Bureau’s elaborate report 
on conservation, and Mr. Watson gave a gen- 
eral picture of the situation governing con- 
servation principles and methods in the United 
States and Canada. His study of the situation 
placed him in a position to give an admirable 
survey of the present situation. Following his 
discussion, various officials discussed the mat- 
ter in some detail, chief among whom were: 

M. A. Linton, vice-president of the Provi- 
dent Mutual; J. W. Simpson, superintendent 


9 


of agents of the Sun Life; M. G. Fuller, man- 
ager of sales promotion of the American Cen- 
tral; Walter T. O’Donohue, secretary of the 
Jefferson Standard; E. M. Blackie, assistant 
superintendent of ordinary agencies of the 
London Life; H. E. Aldrich, vice-president of 
the Equitable of Iowa, and Charles Hom- 
meyer, superintendent of agents of the Union 
Central. This topic stirred up a great deal 
of enthusiastic discussion centering around the 
desirability of placing either in the applica- 
tion blank itself, or in the medical application 
blank, the inquiry whether the insurance which 
was being applied for was in substitution of 
insurance in another company. It was found 
that a considerable number of companies 
already had this inquiry in their application 
blank and considered it distinctly worth while. 
So impressed were the officials of several other 
companies with the desirability of including 
this inquiry in their application blank that 
they indicated that they would recommend it 
on their return to their home offices. 

The final session dealt with the vital topic 
of instructing general agents and managers in 
the handling of their organization work. The 
interest in the topic was manifested by the 
very large attendance at this session, even 
though the visitors had been held to a severe 
schedule for several days. In introducing the 
topic, the Bureau stated that it was recognized 
that many men had been and still are ap- 
pointed as managers without any expectation 
that they will build an agency, but that an in- 
creasing number of companies is becoming i1- 
terested in giving to managers an adequate con- 
ception of agency building and of agency man- 
The topic was divided into the fol- 
Relationship of the home 


agement. 
lowing subheadings : 
office to the problem of training managers, 
training given before appointment as manager, 
training given after appointment as manager 
and, lastly, conferences for The 
speakers who led in the discussion of the topic 
were: K. A. Luther, vice-president of the 
7Etna Life; W. E. Webb, vice-president of the 
National Life of Chicago; O. B. Jackman, 
assistant general sales manager of the Bank- 
ers of Iowa: J. A. Whitmore, assistant agency 
manager of the Phoenix Mutual: A. N. 
Mitchell, superintendent of the Canada Life; 
Oliver Thurman, superintendent of 


managers. 


agencies 


of the Mutual Benefit; George C. Capen, 
assistant superintendent of agencies of the 
Connecticut General; H. H. Armstrong, 


superintendent of agencies of the Travelers, 
and D. J. Blexham, assistant superintendent of 
All of the speakers 
emphasized the fact that the training of the 
manager was the key problem to success in 
operating a successful sales organization. They 
furthermore emphasized the necessity for close 


agencies of the Travelers. 


contact between the home office and the agency, 


and the degree to which several companies 
have developed this contact was a revelation 
to many of the others. 

One of the most interesting topics discussed 
was the handling of conferences for general 


agents or managers. Many of the companies 
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KNOWN ROUND THE WORLD 


The L. & L. & G. is truly a world-wide 
organization. It not only extends pro- 
tection in every country of the globe, 
but makes possible speedy international 
arrangements between all points. 


An L. & L. & G. policy is as highly re- 
garded by the merchant of Bombay 
or Buenos Aires as it is among the 
business men of America. 


Agents who have international prob- 
lems brought to them are invited to 
avail themselves of the service that has 
made the Liverpool & London & Globe 
*‘“A Name Known ’Round the Word.” 
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Provident Mutual 


| Life Insurance Company of Philadelphia 
Pennsylvania. ————- Founded 1865 - 





1865 SIXTY YEARS OLD 1925 


Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and original, 
and also of a Direct Mail Campaign. 























INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 
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g Insurance Co.x» | Payments to Policyholders................... 3,036,319 .80 
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| CONDITION ON DECEMBER 31, 1924 
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| JOHN G. WALKER, President 
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ave been holding conventions for soliciting 
oa for many years, but only recently have 
pysiness conferences for the managers become 
, vital part of their organization. Every com- 
oaaty testified to the desirability of such con- 


ferences. 





Life Ad Brings Results 

For more than two years, the Dallas News, 
one of the most widely read newspapers in 
Texas, has been advertising a campaign for 
“fore Cotton on Fewer Acres.” Adapting 
this campaign to life insurance P. N. Thevenet, 
geretary of the Southland Life Insurance 
Company, Dallas, Tex., produced an adver- 
iement, the caption of which is “Bridge the 
Years With the Profits of This Season.” The 
lustration shows a man “bridging the stream 
of years” with a life insurance policy obtained 
front the profits of more cotton on fewer 
acres.” 

The advertisement is being widely used by 
Southland Life Insurance Company agents and 
is already showing results. 


Arthur Coburn With North American 
Reassurance 
In the issue of THe Spectator for June 18, 
in reporting the election of Arthur Coburn to 
the board of governors of the American In- 
stitute of Actuaries it was stated that his con- 


nection was with the Northwestern Mutual 
Life. This was an error much regretted by 
the editors, as it is well known that Mr. 


Coburn is vice-president of the North Amer- 
ican Reassurance Company, of New York city. 


Changes to Stipulated Premium Basis 
LitttE Rock, Ark., June 22.—An 
ment to the charter of the Old American In- 
surance Company of Litle Rock, converting 
the company from the mutual assessment asso- 
ciation to a stipulated premium insurance com- 
pny, has been filed. The company has a 
capital stock of $50,000. Officers are: Loyd 
Judd, president: R. L. McCoy, vice-president, 
and John L. Blanche, L. Judd and M. J. 


Sherman are directors. 


amend- 


Insures Children on New Plan 
The Farmers and Traders Life Insurance 
Company, Syracuse, N. Y., announces that it 
is now issuing insurance on the lives of chil- 
dren between the ages of nine vears and six 
months and fourteen years and six months on 
all plans of insurance with the exception of 
tm. The rates and values are as of age fif- 
teen, although the policy gives the true age 


at +4 


the applicant. 


—G. M. 
State of 


ciety, 


tuck. superintendent of agents for the 
Towa for the Central Life Assurance So- 
managed a special campaign during the month 
of May, it being the birth month of Dr. Denny, secre- 
ary and agency manager of the company, the cam- 
palgn was put on in his honor. The Towa organ- 
ation turned in $1,009,770, being the largest month’s 
Meduction in its history. They are seeking to re 
reat the performance for $1,000,000 of business again 


in June, 





May Sales of Life Insurance Higher Than 
Ever Before 


Sales of ordinary life 
United States in May amounted to $732,952,- 
000, according to figures just issued by the 
Life Insurance Sales 3ureau of 
Hartford, Conn. This is an 
per cent above the figures of sales in May, 
It is also the second highest month on 
This is the third 

sales 


insurance in the 


Research 
increase of 16 


1924. 
consecutive month 
higher than the 


record. 
in| which have been 
previous month and in which they have broken 
all records except December, 1924. 

The sales life 
Canada were 3 per cent greater in May this 
year than in May of last year. There was 
a considerable variation in the records of the 
different provinces. Manitoba, Newfoundland 
Alberta showed the best The 
actual volume of sales based on reports of 
companies doing 83 per cent of the Canadian 
business is $34,377,000, or well over $1,000,- 
000 of business every day. 


of ordinary insurance in 


and record. 


Brooklyn National Life Appoints 
Fackler & Breiby 
The newly 3rooklyn National 
Life Insurance Company, of Brooklyn, N. Y., 
which intends to start business in the fall of 
this year, has appointed the well-known actu- 
arial firm of Fackler & Breiby, New York, 
as consulting actuaries. Included in the ser- 
vices to be rendered the company by this dis- 
tinguished firm will be the supervision of ap- 
plication forms, policy forms, rate books and 
other documents and literature. The company 
and its policyholders will, therefore, be thor- 
oughly safeguarded in every 
through unexcelled actuarial service. 


organized 


way possible 


Hopes for 1000 Applications in 60 Days 


St. Louts, Mo., June 20.—F. W. Felkel, 
general agent for the Continental Life Insur- 
ance Company of St. Louis, Mo., at Anderson, 
S. C., who wrote and had examined 568 ap- 
plications for insurance during the month of 
May, plan to prolong his drive so that he can 
attain a mark of 1000 applications for a 60- 
day period. 

He also claims that he was the first agent 
to write 1000 applications in a year’s time, 
reaching that goal during his May drive. His 
May volume approximated $700,000. Most of 
his policies were for $1000 and $2000 each, 
with a few $5oo00’s and $10,000’s scattered in 
the lot. 





Willard S. Brown & Co. Incorporated 


The New York agency of Willard S. Brown 
& Co. has been incorporated as of July 1. The 
agency has been manager of the Northern In- 
surance Company, of New York, but the con- 
tract expires as of June 30, when the com- 
pany will operate under direct managership. 
James Marshall retires from the agency to 
devote himself exclusively to the company’s 
affairs. 


II 


Modern Mutual Taken Over by Court 


Litre Rock, ArKk., June 22.—The Modern 
Mutual Insurance Company of Little Rock, 
successors to the South Arkansas Mutual Fire 
Insurance Association, was placed in the hands 
of a receiver by an order issued in Chancery 
Court here upon petition of Mrs. S. A. Nichols, 
policyholder in the sum of $3000. X. O. Pin- 
dall, local attorney, was appointed by the court 
to take charge of the assets of the association 
and to wind up its business affairs. 

According to the petitioner the company had 
operated in violation of the insurance laws of 
Arkansas and contrary to its representations to 
policyholders, in that it had not maintained the 
legal reserve fund required by the State and 
that through alleged gross mismanagement the 
assets had been wasted and misapplied. 

The company had a membership of 2399 pol- 
icyholders in the industrial insurance division 
with a total of $2,336,050 insurance in force, 
according to W. D. Swaim, attorney for Mrs. 
Nichols. There were 1143 farm policyholders 
with $998,875 insurance in force, making a 
total membership of 3542 and total insurance 
in force $3,334,025. 

The company wrote insurance on the assess- 
ment plan, operating in what was known as 
“circles” any member carrying more than $1- 
ooo being a member of one “circle” for each 
$1000 carried. Assessments were made on the 
members as losses were sustained. 

The company, according to the petition of 
Mrs. Nichols, a Little Rock resident, who sued 
to recover a balance on a $3000 loss she sus- 
tained, had losses aggregating $76,000 in May 
and only about $15,000 was collected to pay 
this. 

In its reply before Chancellor Martineau, 
the concern alleged that it did not owe any- 
thing. The court, however, directed Receiver 
Pindall to operate the company for the time 
being under the direction of the court. 

The January statement of the company gave 
Joe Baily of Little Rock, as president; Mrs. 
A. M. Miller, Little Rock, secretary-treasurer, 
and L. W. Watson, Little Rock, as vice-presi- 
dent. J. A. Cobb and Z. A. Copeland of 
Smackover are named as directors. 


W. 0. Lincoln to Address Newark Safety 
Council 


Walter O. Lincoln, chief inspector and un- 
derwriter of the Great American group, will 
address an assemblage at Newark, N. J., June 
30, under the auspices of the Newark Safety 
Council. The topic will be the Care and Use 
of Sprinklers and will! include a practical talk 
on what watchmen should know about sprink- 
lers and what they should do in case of fire. 
Mr. Lincoln is widely known as one of the 
authors of Fire Insurance Inspection and Un- 
derwriting, an invaluable reference work for 
fire underwriters. 


—The Lumbermens Insurance 
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INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequalled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
THIRTY=-=FOURTH ANNUAL EDITION, 1925 


Presents complete premium rates and policy forms of 181 
companies. 

THE Hanpy GuIDvE gives the facts concerning premium rates, 
surrender values, policies and applications of the active life 
insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication THx# HANDY Guipg has 
maintained the highest reputation for reliability and complete- 


ness. 
Price, in flexible binding, $4.00 
Price, with thumb index, $4.35 


Vest Pocket 
Life Agents Brief 


1925 EDITION 


A most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 1388 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. A valuable series of tables, showing dividends paid 
year by year for a period of ten years and the average yearly 
cost for both five and ten year periods. The schedule covers 
Ordinary Life, Twenty-Payment Life and Twenty-Year En- 
dowment policies issued at ages of 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies. 

This edition of the Lire AGENTS Brier also presents, in 
compact form, the amount of annual dividends per $1,000 of 
insurance paid in the year 1925 on the three leading forms of 
policy contracts, viz.: Ordinary life, twenty-payment life, 
and twenty-year endowments, issued during a period of five 
years, The dividends are given for ages at entry of 25, 30, 
35, 40, 45° 50, 55 and 60. By a concise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

In the 1925 edition are presented in detail, Industrial 
Rates, lists of companies transacting sub-standard business, 
and companies accepting business in connection with bank 
deposits. 

The LirzE AGENTS BrieEF also shows a record of deferred 
dividends and group insurance and United States war insur- 
ance rates. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses, disability and double indemnity benefits. 

Net costs shown for ten years and fifteen of actual experience. 
No estimates or guesswork. 

Cash values presented in most comprehensive form. 

The best and most inexpensive book for agents. 


Price, in flexible binding, $2.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 





INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 





Third Edition—Revised and Enlarged 





Mr, Youne’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance 
specially adapted for the use of the underwriter, student and busi. 
ness man. It has been adopted asa text-book by Yale University, 
In the THirD EpitIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages = $3.00 





Insurance Office Organization 


Managements and Accounts 
By T. E. Youns, B.A,, F.R.A.S., and RicHarp Masters, A.C.A, 


Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr, 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOUNG, and are elaborated in succeeding chapters by Mr. Masters. 
The general, life, fire,marine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
hound in cloth, 








Price, post paid, $1.75 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.00 








Accountancy. By Francis W. PixLtey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages, 


Price, post paid, $2.25 





Pitmans Secretary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 
ships.) 

Price, post paid, $1.50 





Principles of Marine Law. By LAwrENcE DucKkwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 
Price, post paid, $2.25 





Office Organization and Management. By LAwrReENcE R. 
DicxksEE, M. Com., F.C.A., and H. E. Brain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
§NBURANCE EXCHANGE NEW YORK 
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AMENDMENTS OF 
1925 





otes Describing the Purposes and 
Effects of Changes in the New 
York Insurance Law 





NUMEROUS ALTERATIONS MADE 





Important Features Summarized by Well- 
Known Authority on Insurance Law 
By Amasa J. PARKER, Jr., 
of Albany, N. Y. 
Editor Parker’s Insurance Law 


Sec. 9. The amendment by Chap. 525 of 
1925 to Sec. 9 excluded from the definition of 
“surance,” only the life insurance of annuity 
contracts issued by charitable, religious, mis- 
sonary or philanthropic corporations, which are 
non-stock and conducted without profit, where 
sich corporations maintain statutory reserves. 

Sec. 16, sub. 4 and sub. 10.—The amendment 
by Chap. 202 of 1925 to sub. 4 gave to all do- 
mestic stock insurance companies, with the ex- 
ception of life companies, the same privileges 
regarding investments in the stock of other in- 
surance companies. Sub. 10 permitted the 
same investment to mutual insurance compa- 
nies, other than life companies, with the ap- 
proval of the Superintendent. It made the ap- 
plication of the investments law uniform as to 
all insurance companies, except life companies, 
and fixed the book value as the value of such 
investment stock. 

Sec. 50. The amendment by Chap. 526 of 
1925 to Sec. 50 made it conform to other sec- 
tions by providing not only for the forfeiture 
of the sum of $500 but also that the certificate 
of authority of an agent may be revoked for 
violations of the insurance law by him. 

Sec. 69 (new).—This section was added by 
Chap. 121 of 1025, for the purpose of allowing 
the formation of stock corporations to ex- 
pressly provide in their charters for the trans- 
ation of “reinsurance” business covering risks 
provided for in Sec. 110 and 1F0 of the insur- 
ance law; the power to do a reinsurance busi- 
ness heretofore but the companies 
which did the business exclusively were com- 


existed 


welled to recite in their charters the general 
powers of direct writing companies. 
Sec. 70. The amendment by Chap. 201 of 


1925 to Sec. 70 sub. 5 permitted casualty com- 
panies to issue “jewelers’ block insurance,” the 
coverage, which our authorized companies 
could not legally furnish, was a commercial 
necessity and had been obtainable only from 
“London Lloyds;” there was no provision 
which permitted such insurance with “London 
Lloyds” or other unauthorized insurers. 
note Sec. 150, 

Sec. 86, 4 subc. The amendment by Chap. 
42 of 1925 to Sec. 83 sub. C4 changed the 
formula outlined therein so as to create ade- 
quate reserves for workmen’s compensation 
losses. The amendment changed only the first 
Paragraph of sub. C4, but as the last seven 
Paragraphs were not printed on the bill and 
enclosed in brackets, it is clear that the legis- 


See 





lature did not intend to change the last seven 
paragraphs. 

Sec. 91. The amendment by Chap. 138 of 
1925 clarified Sec. 91 and made it plain that 
even though an agent forfeited $500, his cer- 
tificate of authority can also be revoked as the 
words “in addition to any other penalty” were 
added to sub. 4. 

Sec. 91a. The amendment by Chap. 528 of 
1925 to Sec. 91a gave the Superintendent of 
Insurance the right to revoke an agent’s license 
and also included the forfeiture of $500 in 
addition to any other penalty provided. 

Sec. 97, sub. 10—The amendment by Chap. 
128 of 1925 to Sec. 97, sub. 10, added the words 
after “provided” which permitted domestic 
companies to do both a participating and non- 
participating business under the conditions. 

Sec. 1ora. The amendment by Chap. 532 of 
1925 to Sec. rora extended the definition of 
group life insurance to cover insurance issued 
on the lives of State troopers and members of 
any labor union who are actively engaged in 
the same occupation provided such members, 
so applying, pass satisfactory medical examina- 
tions. 

Sec. 138. Repealed by Chap. 140 of 1925. 

Note.—As no companies had been licensed 
under this section for a number of years, it 
was considered a dead letter and was _ there- 
fore repealed. 

Sec. 142. The amendment by Chap. 522 of 
1925 to Sec. 142 provided for more extensive 
information in the application blank filed for a 
license and, by inserting the word “may” for 
“shall,” gave the Superintendent discretion as 
to what penalty should be imposed. 

Sec. 150 1b and Sec. 150 Ic (new).—The 
amendment by Chap. 203 of 1925 to Sec. 150 
subs. tbh and Ic (added), permitted marine 
companies to issue “jewelers’ block insurance” 
policies and to write this class of business not 
only in this State but practically wherever they 
may be doing business. See note to Sec. 70. 


Sec. 197. The amendment by Chap. 523 of 
1925 to Sec. 197 added the prohibition con- 
tained in the last paragraph and eliminated a 
great inducement for promotors to organize 
companies under this article for their private 
gain, by means of contracts with corporations, 
which they control. See note Secs. 324” and 
344°. 

Sec. 2317. The amendment by Chap. 521 of 
1925 to Sec. 231 sub. 2 increased the amount 
of expenses during the last illness and for the 
funeral from $500 to $1000 and permitted the 
designation, as beneficiaries, of the societies 
named in the section. 

Sec. 266°. The amendment by Chap. 524 of 
1925 to Sec. 266 sub. 3 authorized assessment 
companies to maintain a small surplus that 
would carry them over from one assessment 
period to the next, so that it would not be 
necessary for them to borrow money to pay 
their losses and expenses of operation during 
the periods between assessments, 

Sec. 210. The amendment by Chap. 520 of 

(Concluded on page 29) 
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CONVENTIONS USEFUL 





Connecticut Commissioner Says They 
Serve Educational Purpose 





CHARACTER OF INSURANCE AGENTS 
IMPROVING 





Col. H. P. Dunham Believes Public Should 
Be Instructed in Principles of 
Business 

Colonel Howard P. Dunham, Insurance 
Commissioner of Connecticut, in speaking be- 
fore the get-together dinner meeting of the 
New England Association of Insurance Agents 
at the Hotel Wentworth, Portsmouth, N. H., 
this week, said that it was inspiring to watch 
the wonderful growth of the insurance busi- 
ness in this country. Outstanding fire insur- 
ance amounted to over $100,000,000,000 and 
the outstanding life insurance from $55,000,- 
000,000 to $60,000,000,000. 

He said there was an economic need for 
conferences of insurance agents as well as 
companies and that the multiplied experience 
of a large number of men in any trade or 
profession was of incalculable value not only 
to the persons engaged in the business, but to 
the public as well. Conventions, said the 
speaker, serve a useful, educational and co- 
operative purpose. 

He said if he were a large or small insurer 
he would select as his insurance agents those 
only who were energetic and up-to-date enough 
to take an active part in agency organizations. 
He said it was a good thing for agents to un- 
clamp themselves occasionally and get away 
from their routine and rub elbows with their 
fellow agents. 

The most important party to an insurance 
contract, said Col. Dunham, was the policy- 
holder. The policyholder had a right to be 
protected against untrained and unscrupulous 
agents, and agency organizations were always 
against these classes. Agents should be the 
triumphant characters of the insurance busi- 
ness, he continued; but they could not occupy 
this position unless they fully protected their 
policyholders and gave them full and correct 
coverage. 

There are 50 per cent too many companies 
and agents in the business to-day, stated the 
Connecticut Commissioner, and it is a tragedy 
for an insured to be confronted with a loss 
and find himself improperly insured or per- 
haps not covered at all. 

Over 75 per cent of insured persons in this 
country are inadequately covered either in kind 
or amount of insurance. The public generally 
not understand insurance contracts and 
the responsibility is on the agent to give them 
a wider instruction in insurance principles and 
see to it they are properly insured. 

Dealing with agents as professional men, the 
spéaker said that the 1925 crop of agents in 
Connecticut was an interesting study. The 
general run was to a higher type and better 
College graduates, specially trained men 
from Carnegie Tech. and New York Univer- 
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class. 
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OUT IN INDIANA es 
. . . . I 
The state of history, a leading commonwealth in agriculture ene Sennen se ae Sah 
and manufacturing, can be found the widest possible scope for ETHELBERT IDE LOW, President 
successful men in Life Insurance Salesmanship. THE WEST- The ath , a 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie, eee ne ee. 
Indiana, has just closed a MILLION DOLLAR deal f % 3 to Policyholders and their Benefic iaries in Death $8,003,453 
> J a } eal on one o Payments to Policyholders and their Beneficiaries in Death ? 
the largest manufacturing enterprises in the west. The com- Inert, Hadowments, Dividende, te. ...-....++++204 +4. 6,321,524 
pany is making satisfactory progress and can use capable men neat MDAC oo 2's) nav nin v5 015 4 vinlnisinle/niere nua ce eenie 4.478 deen 2,801,995 
pear. Actual Mortality 62.4% of the < t -cted. . 
in its organization under advantageous contracts. Address iuaaace te ag segs si are ee ne = = BOOM CRC 260,530 
communications to either— PARTERIIN WORRY PREEE SS r  chro sos a: 6 5 orere eee tle orao neta eo oe 51457 214 
Gaylord Davidson, Agency Manager, For Agency Apply to 
John W. Dragoo, Secretary, GEORGE W. MURRAY, Supt. of Agents 
J. H. Leffler, President. 256 BROADWAY NEW York 
———— 














ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $180,000,000.00 
Assets Over $13,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 


2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 








MIDLAND LIFE INSURANCE COMPANy 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantia! 
and influential business men in Kansas City, 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. = 
MISSOURI, KANSAS, 
COLORADO, TEXAS. 


in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretar 


THE TERRITORY. OKLAHOM). 


The best territer, 











Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











Equitable Life Insurance Company 
of the District of Columbia 


‘ORDINARY AND INDUSTRIAL 


Established in the District uf Columbia, West Virginia, Ohio and 
Delaware 

President 

Vice President : P : ‘ : 

2nd Vice President (Agency Supervisor) . 

Secretary 2 : ; A ‘ r = 

Actuary ° ° ° 


Main Office, 816 14th Street, N. W. 


HENRY P. BLAIR 
JOSEPH SANDERS 
WILLIAM A. BENNETT 
: ALLEN C. CLARK 

. GILBERT A. CLARK 


WASHINGTON, D. C. 














Full Home Office co-operation enables our agents to 
succeed, 
Desirable territory open to men of ability. 


ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE{OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 
CLARENCE J. DALY, President. DENVER, COLORADO 

















NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOTSO BIG to lose sight of 
individual Agents, and big 
a C piney hates serve its sd 

sur an olicyholders satisfac- 
nh nce ompany torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres't 





DES MOINES, IOWA 











Service of Quality to Policyholderge 
Contracts of Superiority to Representatives 





desired. 





Write for information relative to open territory. Have two or 
three agencies with business established where change,is 








BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. : 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 

















OMBINATION 
ONTRACTS 


“63 IN 1” 
LIFE 
HEALTH 
ACCIDENT 


NE POLicy 

NE * REMIUM 

—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 


cael aimee 
ve 


Northern Life Building 
SEATTLE, U.S.A. 














yes 
Permanent Disability 
Benefits 
Monthly Indemrities 
Sickness or Accident 





HOME OFFICE, SEATTLE, U.S.A. 
Reliable Representatives Wanted 


D. B. MORGAN 
President 























ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 






Greatest Illinois Company 
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ther colleges, and graduates of com- 
yls are flocking in with the rest of 
of applicants and from all reports 
» doing well. No longer was the new agent 
ne upon the with no 
jag insurance lines. 
i Colonel Dunham said he had great faith in 
jje American agency system and believed that 
the most satisfactory way of distribution 
insurance contracts. He was also a firm 
reliever in local boards. They helped to keep 
» standards of the business where they be- 
¥ aged, and if run right did much to promote 
» welfare of the business. Most local = 
“le some agents and companies, “go dead” 
‘sin and have to ‘i 
aigvenated. He intimated that unorganized 
esti were the principal causes of the fail- 
we of local boards. 
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;, T. Pike Assistant Secretary of America 
Fore Companies 

Ernest Sturm of the boards of 
‘rectors announced the appointment of 
‘ymner T. Pike as assistant secretary of the 
\nerica Fore companies following the di- 
-ctors’ meeting of these companies on Thurs- 
x, June 18. 

Mr. Pike has been connected with the finan- 
wl department since December, 1923. He 
sceeds in the work of Herbert W. Grindal, 
wh o has resigned as secretary of the America 
e companies to go with a New York in- 
tment banking house. 

Sumner T. Pike was born in Lubec, 
\ugust 30, 1891. He is a graduate of Hebron 
Academy and Bowdoin College. From 1913 
1) 1917 he was connected with Stone & Web- 


Chairman 


oor 


Me., 


ter at Boston, Savannah, Ga., and Lowell, 
Mass. 

During the war he was a captain of coast 
tillery and following it with the Eastern 


Texas Electric Company at Beaumont, Tex. 
From 1920 to 1922 he was in business for 


tinself selling oil well supplies and equipment. 


, he became assistant to the 
Amsinck 


In February, 1923 


resident of the Company, which 


left in December of 
join the financial 
of the American 


Fidelity- Phe- 


epartment 
wle, Continental, 


wx and Farmers insurance com- 


New York office. 


Fred W. Kentner Gets 
Sentinei 

Fred W. has been ap- 

New York 


Fire Insur- 


Kentner 
agent for 
ty of the Sentinel 


Springfield. 


Mass. He will also act as bind 


S agent for country-wide busi 


C38. 
already 


Mr. Kentner repre- 


number of companies 


¢ the new appointment will 


il to the facilities of his office. 








ADOPTS MEMORIALS 
Eastern Union in Monthly Meeting Acts 
on Deaths of F. W. Jenness and 
S. Y. Tupper 

The meeting of the Eastern Union 
was held last Thursday in the rooms of the 
organization at 135 William street. The chief 
business at hand was the adoption of memo- 
rial resolutions upon the deaths of Frank W. 
Jenness, who was an honorary member, and S. 
Y. Tupper. A committee consisting of C. G. 
Smith, E. J. Sloan and J. H. Vreeland pre- 
sented the memorial upon Mr. Jenness, 
that upon Mr. 


monthly 


while 

Tupper was presented by another 

N:. S: Bartow, C. D. 
Chapin. 

chairman of the board of the 


committee consisting of 
Dunlop and W. 
E. C. Irwin, 


lire Association of Philadelphia, and J. B. 
Morton, former vice-president of the same 
company, were made honorary members and 


James W. Cochran, president of the company, 
was elected a member of record instead. F. R. 


Bigelow, president of the Mercury Insurance 


Company of St. Paul, and W. Irving Moss, 
president of the La Salle Fire, of New Orleans, 
were elected members of record for their re- 
spective companies. 

It is assumed, but not definitely known, that 
some important subjects were discussed. So 
far ag is known, however, no action on any 
of them was taken. 


Fire Association Change 

E. Chapin, manager of the Southeastern 
department of the Fire Association, of Phila- 
delphia, and its allied companies, has resigned 
as of July 1, according to an announcement by 
J. W. Cochran, president of the company. He 
will be succeeded by R. A. Palmer and R. B. 

Barnett, as joint managers. 
Mr. Chapin retires at his own request, after 
a period of thirty-two years in the service of 
the Fire Association. The new joint managers 


have been his assistants for some years and 
are therefore thoroughly familiar with the 
work. 


First Automobile Policy in United States 


In the photograph presented below is shown 


the first automobile insurance policy ever is- 


sued in the United States. It is dated June 2, 
1902, and covers “$950 on two-seated, surrev 
style, single-cylinder, French Pattern; and $50 


cn tools, implements and personal effects.” The 


policy was written by the Boston Insurance 


Company, Boston, at the request of one of its 


shipowners who had purchased a Stanley car. 
The principal protection desired was against 
fire but coverage against peril of derailment 


or fire while the automobile was on railroad 


trains was added. Insurance against strand- 


ing, sinking, burning or collision of the steamer 


when the car was waterborne was also in- 


cluded. The policy was written on what was 


then known as the “Boston Schooner Form.” 


that if the insuring of goods on board railroad 
cars was marine insurance, then the insuring of 
a motor running on wheels of its own, instead 
of on wheels of a railroad car, was marine in- 
surance. The early automobile policy excluded 
coverage against explosion or burning of gaso- 
line or fuel while in the car and covered the 
buildings, or on 
The 


amended its policy 


vehicle only while within 


board railroad cars, or on board steamers. 
Boston Insurance Company 
cause in 1904 and, in 


to include fire from any 


1005, added protection against theft. 
The 


reproduced from the June issue of The Accele- 


picture of the policy shown here is 


rator, the house organ of the Boston Insurance 


Company and the Old Colony Insurance Com- 


pany, of which Raymond C. Dreher is editor. 
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The early theor: having a marine insur- It is reprinted here by special permission be- 
ance company write automobile insurance was ‘ause of the historical interest involved. 
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from the and day of June, 1902, at noon, until the 2nd day June, 1903, on Autor No. .€28 
Naine of manutacturer, Stanley Motor C ge Co., Ne ton, Mass., whil le within il st ‘or : 
on railroad cars within the limits of the United States and wi hile on board steamers bor Lf d 
States ports to United States ports. * ~ eu ) 
policy covers i— 
within buildings, against the risk of fire only. 


against the 





ile on board rai iIroad cars, 
understood and agreed that in the event of any 
insurance risks (or procuring insurance to be e 
under, for the whole or any portion of the 
insurance prior to this seaprance, 

While on board steamer 
unless caused by stranding, Saking: burning or 
It is hereby understood and agreed that this 





route, 


Attached to Policy No. 78963. 
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risk of fire and derailment of the cars only 
warehousemen, 
ected), in respect of the 
such protection shall z 

but there shall be no return or rebate of prennum on such aceount 
against marine perils only 


itt 
carrier or bailee. assuming an 
Automobile insured here 
to its full extent be dee: 








(including fire}, a free from partial Joss 


-ollision with another vessel 
: policy shall not be liable for 
the explosion or burning of the gasolene or other fuel while within the 


any claims arising from 
Automobile. 
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ONE IDEAL 


With the Mutual Benefit suc- 
cessive have 
adhered to the principle of mu- 
tuality, being dominated by one 
ideal—that conveyed by the 
name of the Company. 


managements 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark, New Jersey 








1923-1925 SUPPLEMENT 


THE INSURANCE LAW of NEW YORK 


By AMASA J. PARKER, Jr. 
of Albany, N. Y. 


This book contains the amendments made by 66 
laws enacted in 1923, 1924 and 1925 to 112 sections, 
or over one-quarter of the number of sections of the 
Insurance Law. It brings up to date the law as con- 
tained in PARKER’S NEW YORK INSURANCE 
LAW, 1922 Edition. New matter is set in italics, and 
matter omitted is enclosed in brackets, so that the 
possessor of the 1922 edition can readily ascertain 
exactly what changes have been made in 1923, 1924 
and 1925. Following each section are copious notes 
explaining the purpose of the amendments. There 
are also citations to the opinions of the courts of the 
State and reports of the Attorney-General construing 
the sections. 











AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing $12.00 
Liberal com- 


quarterly. Covers every disease and every accident. 
mission paid to live producers. 


GREAT NORTHERN LIFE INS. CO. 


H. G. ROYER, Pres. 


Cc. O. PAULEY, See’ y & Treas. CHICAGO, ILL. 


Westminster Bldg 





Price, cloth binding, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














ARE YOU THE MAN? 


If you are and can prove it, an unusual a, awaits you. An estab- 
lished and progressive Life Insurance Company (not now represented) 
intends to open a Branch Office at 


WILKES-BARRE, PA. 
It offers—TO THE RIGHT MAN—an exceptional 


proposition. 
The man we want must have a clean and commendable record. He should 
also know how to select, train, and stimulate agents. 


Compensation will include generous commissions and renewals, with either 
a liberal drawing account or salary and expenses. 

If you can ‘“‘fill the bill,’”” write and tell us all about yourself. 
fidence will not be violated. 


Address Wilkes-Barre, care THE SPECTATOR. 


Your con- 











PAGING MR. COLUMBUS 


NO, NOT “CHRISTOPHER COLUMBUS!” We 
are in search of a man who has lived in COLUM BUS, 
Ohio, for a number of years—who knows the people 
there and who is favorably known by those people. 


” 


A large, “old-line,’’ mutual Life Insurance Company 
now operating in twenty states needs such a man as 
their General Agent in Columbus, where they are not 
at present represented. This is an unusual chance for 
an ambitious man with a sales past to make a life-long 


connection. 
Address, in confidence, 


“DECKER,” care of THE SPECTATOR 








A REAL HELP FOR EVERY AGENT 


THE 


AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION 
THOROUGHLY REVISED 
GREATLY ENLARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 


A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition, 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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VIRGINIA AGENTS IN SESSION 
mmittee Reports—Bank Agencies and 


Co , 
Milwaukee Resolution Under 
Discussion 
News, Va., June 23.—As THE 


NEWPORT 
SpecTATOR goes to press, the Virginia Asso- 
tion of Insurance Agents is meeting here 


il session, with the Warwick Hotel as 


cia 
in anntle 
formal meeting was 


headquarters. The pre- 
ceded by an informal get-together meeting on 
Monday night, with not only the members in 
attendance, but a large number of special 
agents and several representatives of the press 
present, as invited guests. 

The first session Tuesday morning was occu- 
pied largely with formal 


Although the Association’s bank agency 


reports of commit- 
tees. 
rule has been in existence for four years, there 
are still some bank the State. 
Charles P. Walford, chairman of the 
executive committee, reported, however, that 
most of the State agents 
had been entirely willing to co-operate with 
the Association in the enforcement of this 
rule. The Association’s finances have not per- 
mitted the employment of a full-time secretary. 
It is desired that such a man be employed, but 
the executive committee feels that no action 
should be taken until it is possible to command 
the services of an able man. 

One of the main questions for considera- 
tion is the changing of the Virginia Associa- 
tion's constitution, thereby incorporating into 
it the Milwaukee resolution of the National 
Association of Insurance Agents. It seems 
likely that this will be effected with little or 
no opposition. 


agencies in 
BPs 


and special 


L. 0. deRongé Leaves the Hartford 

The name of Louis O. deRongé will be 
missed from the editorial masthead of the 
June issue of the Hartford Agent, the agency 
magazine published by the Hartford Fire In- 
surance Company. Mr. deRonge has left the 
Hartford’s advertising staff to enter the agency 
field. 

In a farewell luncheon given Mr. deRongé, 
his associates expressed to him the belief that 
His early 
training in journalism and experience as a 
member of the staff of the Hartford Courant 
fitted him for editorial work on the Hartford 
Agent. In that capacity a thorough study 
of the principles of insurance salesmanship 
and the diversity of coverage has been essen- 
tial, making a splendid groundwork for his 
activities. In addition, Mr. deRongé 
has been seling insurance on a part-time basis. 


he has every prospect of success. 


future 


In Automobile’s Crop Department 

Harold B. Shepard, a timber specialist of 
wide experience, has been employed by the 
Automobile Insurance Company, of Hartford, 
to represent the crop and weather department 
in the New England territory. He will have 
the title of special agent, and will work under 
the direct supervision of V. N. Valgren, man- 
ager of the crop and weather department. His 

headquarters will be in Boston. 








POLICYHOLDERS’ 


LETTERS 








In a former issue of THE Spectator, refer- 
ence was made to the widespread public de- 
p> 


mand for the Fire Insurance Pocket Index and 


a sample list of various classes of policyhoild- 
ers, subscribers to that publication, was printed. 
list 


savings 


The included railroads, national banks, 
banks, trust companies, building and 


loan associations, private bankers and_ stock 
manufacturers, 
merchants, mortgage companies, auditors, in- 


contractors, lawyers, 


tect oe 
brokers, 


vestment companies, general publishers, public 


credit-rating institutions, and many 


other important businesses. 


officials, 


Many fire insurance companies, agents, gen- 
eral agents and brokers widely and wisely dis- 
tribute the Fire Insurance Pocket Index so as 
to reach thousands of customers. If all the 


companies could be persuaded to act concert- 





edly in furthering the distribution of the Fire 


Index, the best interests of insurance would 


be served to advantage. This is obvious from 

the opiniens of the many policyholders who 

testify to the usefulness of this publication. 
Leaders in the insurance business have 


the public should be edu- 
profit in 


long maintained that 
cated as to the narrow margin of 
such underwriting, and the real facts are fully 
demonstrated by the Fire Index. The Spec- 
tator Company has on file a number of letters 
from property owners and policyholders who 
appreciate the value of the Fire Index as a 
work of reference, and state that they use this 
publication daily in the conduct of their busi- 
ness. One of these letters is presented below, 
and others will appear in Tue SpecTATorR from 


time to time. 





Tuer BRADFORD Om REFINING Cor1IPANY 


PRODUCERS 





REFINERS 


BRADFORD,Pa.U. S.A 


May 14th, 1925, 


The 
Mr. 
135 
New 


Spectator Co., 


William St., 
York, N.Y. 


Dear Sir: 


Arthur L.J.Smith, Pres., 


When one desires to ascertain the 

relative credit risk involved they 

usually turn to Dunn‘s or Bradstreets', 

In the same way we look to the comparative 
value of our coverage by referring to your 


pocket index. 


It is for this reason that 


we send forward for a copy each year and 
have found it very helpful as a guide in 
placing our coverage, 


Yours very truly, 


BRADFORD OIL REFINI 


om 





Sales Manager, 


JL/t 


Mr. Shepard begins his insuranee career with 
this appointment. Previously he has _ been 
engaged as a private forester and as a con- 
servation specialist associated with the Great 


~ 
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Northern Paper Company. He has made an 
exhaustive study of the huge cost of forest 
fires, and has done much work in forest fire 


prevention. 
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UNITED STATES 
FIDELITY AND 
GUARANTY CO. 


R. Howard Bland 


President 








A record of paying in twenty- 
seven years 1,333,440 claims 
in the amount of $111,366,- 
728.67. This, after all, is the 
acid test. 


Home Office at Baltimore 


Net Premiums in 1924—Over $33,000,000 














DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 
Specialists in Fidelity and Surety Bonds exclusively, 


We give SERVICE. This means an increased pre- 
mium account. 


SERVICE is a much abused word—all of us talk it— 
some of us give it. 


We have agency territory available in the following 
States: 


Arkansas Kentucky North Carolina 
California Maryland North Dakota 
Colorado Massachusetts Ohio 
Connecticut Michigan Oregon 

Dist. of Columbia Minnesota Pennsylvania 
Florida Mississippi South Carolina 
Illinois Missouri Tennessee 
Indiana Nebraska Texas 

Iowa New Jersey Virginia 
Kansas New York West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 














SURETY AND CASUALTY 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaranty Company, and only brother of the late 
President Woodrow Wilson. 


Compiler of agents’ text book “Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them” for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 








THE SPECTATOR COMPANY 
CHICAGO eae NEW YORK 























To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALP” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enable them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


J. P. Bowles, of The Real Estate Board of N. Y., says: 


“TI expected your book would be a practical manual with real 
selling tips. It is. But I certainly was surprised to find that 
you had incidentally turned out a scholarly little text book on 
automobile insurance.”’ 


$1.00 per copy. 1000 copies—$490.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE Publishers 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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FINANCING POLICIES 
McEnerny Performing Useful 
Service to Clients 
Helping persons to finance their insurance, 
sardiess of the type of protection sought, 

eo developed to a fine point by Daniel 

7 McEnerny, president of the Policyholder’s 


Daniel T. 


Finance Corporation, Fisk building, New York 
“IT f ; 
ity, Under the plan used, the Corporation 
city. 


ys the insured the premium money, which 
pays ; 
then goes to the 


less than 3 per cent of the total unpaid 


insuring company, and 


charges : 
premium for this service loan. The average 


charge approximates $1.92 on every $100 pre- 


mium. , 

The firm of which Mr. Mclnerny is prest- 
dent places all lines of insurance in any de- 
sired company on a basis of 30 per cent of 
the premium down and the balance in monthly 
payments financed by the Corporation. The 
system has the approval of the New York In- 
surance Department and is achieving a notable 
success. 

Mr. McEnerny is himself an insurance pro- 
ducer of unusual ability, energy and fore- 
sight and, in addition, has specialized in auto- 
mobile insurance for several years. In putting 
into operation the plan now carried out by the 
Policvholder’s Finance Corporation, he is mak- 
ing insurance possible for many who would 
otherwise have to wait until they couid obtain 
the funds needed to give them proper and ade- 
quate insurance protection. 


Ben C. Hyde Reappointed 
Sr. Louts, Mo., June C. Hyde, 
Superintendent of Insurance for Missouri, has 
heen reappointed to that office by Governor 
Saker. He will serve another four- 


20.—Ben 


Samuel A. 
year term commencing on July 1, 1925. 

Governor Baker announced the reappoint- 
ment of Superintendent Hyde on June i1, say- 
ing that he decided to rename him be- 
cause “he had made a good officer and there 
was no reason for making a change in the de- 
partment.” 

The reappointment of Superintendent Hyde 
was not unexpected and was predicted many 
months ago by close students of Missouri in- 
surance and political conditions. 

Despite his litigation with the stock insur- 
ance companies over rates and his fight on be- 
half of the Missouri reciprocal companies seek- 
ing admission into States, notably 
Massachusetts and Rhode Island, Superintend- 
ent Hyde’s record in office has been one that 
appealed to the average Missourian, and, as 
he is presumed to be serving the people of 
the State and not any particular branch of 
obvious that 


Baker. 


Eastern 


the insurance business, it was 


he would be renamed hy Governor 


Home to Write Water Damage 
The Home Insurance Company, New York, 
will on July 1 issue a new water damage pol- 
iy. The policy is limited to certain specific 
losses and does not cover losses caused by the 
hacking up of sewers. Coinsurance is re- 
quired, 


National Board Committees Named 


Wilfred Kurth, president of the National 
Board of Fire Underwriters, has named the 
standing committees of that organization fo. 
the ensuing year. A number of changes will 
be noted: 


Bureau—E. J. Sloan, chairman, 
Hartford; F. W. Koeckert, New York: L. R. 
Welch, Fitchburg; P. H. Willmott, Water- 
town; John Kremer, Philadelphia; George C. 
Long, Jr., Hartford; F. E. Jenkins, New 
York; FE. G. Pieper, Providence; Victor Roth, 
New Haven; F. B. Kellam, New York; W. A. 
Blodgett, New York; James Wyper, Hart- 
ford; C. E. Case, New York; J. Lynn Trus- 
cott, Camden; W. L. Steele, New York: John 
Marshall, Jr., San Francisco; J. H. Packard, 
New York. 

Adjustments—J. .W. Cochran, chairman, 
Philadelphia; F. C. Buswell, New York; Otho 
IX. Lane, New York; R. C. Christopher, Hart- 
ford; F. P. Hamilton, Chicago; Montgomery 
Clark, New York; H: N. Dickinson, Glens 
Falls; H. M. Schmitt, Pittsburgh: C. R. 
Street, Chicago; C. V. Meserole, New York; 
Hart Darlington, New York: J. H. Vreeland, 
Hartford; Milton Dargan, Atlanta: Jesse E. 
White, New York; C. L. Purdin, New York. 

Construction of Buildings—P. T. Kelsey, 
chairman, New York: F. B. Martin, New 
York; Carroll L. DeWitt, New York: H. H. 
Bergmann, Washington; W. O. Wayman, San 
Francisco; W. B. Burpee, Manchester, N. H.: 
C. H. Coates, New York; Paul B. Sommers, 
Newark: C. B. Reiter, Pittsburgh: F. C. 
White, Hartford: A. G. Martin, New York: 
EK. J. Booth, Detroit; C. W. Pierce, New 
York. 

Finance—C. T°. Sturhahn, chairman: Hart- 
ford: FE. W. West, Glens Falls: Neal Bassett, 
Newark; John A. Forster, New York: Rolla 
V. Watt, San Francisco; Robe Bird, Milwau- 


Actuarial 


kee; R. A. Corroon, New York; F. R. Bige- 
low, St. Paul; C. W. Higley, New York: 
Paul L. Haid, New York; C. L. Tyner, New 
York. 


Fire Prevention and Engineering Standards 

N. S. Bartow, chairman, New York: Henry 
W. Gray, Jr., Hartford; Fred A. Rye, Chi- 
cago: John Kay, Newark; J. D. Lester, New 
York: O. E. Schaefer, New York; A. R. 
Phillips, New York; F. E. Burke, New York: 
McClure Kelly, San Francisco; FE. J. Sloan, 
Hartford; E. W. West, Glens Falls; C. H. 
Coates, New York; F. M. Avery, San Fran- 
cisco; C. A. Nottingham, New York; B. M. 
Culver, New York: N. A. Weed, Pittsburgh; 
Robert R. Clark, Hartford. 

Incendiarism and Arson—C. E. Case, chair- 
man, New York: Ray Decker, San Francisco: 
Waite Bliven, Chicago: Rodney Davis, New 
York: H. N. Kelsev, New York: G. T. For- 
bush, New York: B. N. Carvalho, Hartford; 
A. G. Dugan, Chicago; Edwin Parrish, San 
Francisco; C. I. Allan, San Francisco: John 
QO. Platt, Philadelphia: H. V. Smith, Phila- 
delphia; J. F. 


Van Riper, New York: H. H. 
Clutia, New 
Guy Beardsley, 


York: FE. T. Gentry, Atlanta: 
Providence. 


Hartford: C. D. Dunlop, 

Laws—James Wyper, chairman, Hartford; 
Edward Milligan, Hartford: C. G. Smith, New 
York: P. Beresford, New York; J. B. Levison, 
San Francisco: J. C. Harding, Chicago; C. 
\. Henry, San Francisco; W. R. Hedge, 
Boston; E. E. Cole, Pittsburgh; C. W. Bailey, 
Newark: Gustavus Remak, Jr., Philadelphia: 
C. F. Shallcross, New York; C. A. Ludlum, 
New York; Paul L.. Haid, New York; H. A. 
Smith, Hartford: Ralph B. Ives. Hartford: 
Neal Bassett. Newark: John O. Platt, Phila- 
delphia; O. E. Schaefer, New York: W. FE, 
Chapin, Atlanta; Whitney Palache, New York. 
Maps—P. Peresford, chairman, New York: 
C. R. Street, Chicago: F.. W. Sargeant, Man- 
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REINSURES PACIFIC STATES 
New Hampshire Fire Gets Business—Com- 
pany to Continue 

The entire outstanding liability of the 
Pacific States Fire Insurance Company, Port- 
land, Ore., has been reinsured by the New 
Hampshire Fire, of Concord, N. H. It is be- 
lieved that the Pacific States will continue to 
do business. 

The Pacific States has suffered an 
writing loss for a number of years, due to a 
high expense ratio. As this loss exceeded its 
gain fronr investments, the company’s surplus 
was slowly decreasing. It had, however, con- 
tinued to pay dividends. Thomas H. Williams, 
an experienced fire insurance underwriter, re- 
signed from the presidency this spring and was 
succeeded by A. H. Averill, a local business 
man. 


under- 


Wisconsin Recodification Bill Killed 

Mapison, Wis., June 22.—RBill 175-S, the 
big insurance recodification bill that precipi- 
tated the controversy between Insurance Com- 
missioner W. Stanley Smith and Attorney- 
General Herman L. Ekern( was killed by the 
senate by a vote of 13 to 14. A reconsidera- 
tion move lost immediately afterwards and 
the measure cannot be revived at this session. 


chester, N. H.; C. J. Schrup, Dubuque; B. G. 
Chapman, Jr., St. Louis; Charles H. Hahn, 
Albany: George O. Smith, San Francisco: C. 
A. Ludlum, New York; W. R. Prescott, At- 
lanta: J. A. Swinnerton, New York: Charles 
M. Kerr, York, Pa. 

Membership—Otho FE. Lane, chairman, New 
York; William Y. Wemple, New York: J. C. 
sarden, Hartford; Sumner Ballard, New 
York: J. M. Wennstrom, New York: W. M. 
Hoffman, Washington: A. T. Bailey, San 
Francisco: Robe Bird, Milwaukee: T. L. Far- 
quhar, Newark. 

Public Relations—Sheldon Catlin, chair- 
main, Philadelphia; George M. Lovejoy, Hart- 
ford; R. M. Bissell, Hartford: C. A. Lud- 
lum, New York; R. A. Martin, New York: 
F. D. Layton, Hartford; G. H. Batchelder, 
New York; Paul L. Haid, New York; O. J. 
Prior, Trenton; William Hare, New York: 
Arthur M. Brown, San Francisco; A. G. 


Mclllwaine, Hartford; Charles H. Holland, 
Philadelphia. 
Standard Rating Schedules and Forms— 


xeorge G. Bulkley, chairman, Springfield: F. 
W. Koeckert, New York; Ralph B. Ives, Hart- 
ford: George H. Bell, Chicago: J. C. Hard- 
ing, Chicago; Waite Bliven, Chicago; Whitney 
Palache, New York: C. R. Street, Chicago: 
George C. Long, Jr., Hartford: S. R. Kennedy, 
Buffalo: William Deans, San Francisco. 
Statistics and Origin of Fires—William F. 
Wollaeger, chairman, Milwaukee: A. H. 
Trimble, Pittsburgh; U. S. Atkinson, Chicago: 
C. FE. Dox, Chicago; A. H. Witthohn, New 
York: A. H. McDonnell, Detroit: H. W. Let- 
ton, Chicago: D. B. Sewell, Chraleston, S. C.: 
T. H. Packard, New York; Joy Lichtenstein, 
San Francisco: B. G. Chapman, Jr., St. Louis. 
Uniform Accountinge—C. VV. Meserole, 
chairman, New York: H. R. Bush, Greens- 
horo: J. C. Barden, Hartford; B. C. Lewis, 
Tr., Richmond; J. A. Kelsey, New York:.R. H. 
Williams, Hartford: D. W. Crane, Le Rov, 
Ohio; W. B. Cruttenden, Springfield: A. C. 
Noble, New York; Myles Walsh, New York: 
T. C. Griffiths. Jr., San Francisco: George K. 
March, Detroit; E. G. Seibels, Columbia, S. C. 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552.74 

SN III os sis 6406-0. 6:4.0 6 whe nnn or 308,330.35 

a Rui nh etka mniy unc su $500,000.00 

I pic ik wich aennin's owe 1,214,259.88 

Surplus to Policyholders................... 1,714,259.88 
MIOPPAORBES 555.5 5 5s 5.66.05 sos cwtannaee $3,276,142.97 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, Geneval Agent 

















FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
(Denmark) 


New England Fire Insurance Co. 
(Massachusetts) 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 











oan 











siamese” INSURANCE COMPANY 


F SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: 
555 Asylum Street ; 
R. C. CHRISTOPHER, U. S. Manager 


Hartford, Conn, 


‘WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

PEDERAL CASUALTY COMPANY «<- = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 














———__ 


Through Its Inland Marine De. 
partment The Continental Writes: 


Tourist Baggage and Personal Effects Floaters 
Trip Transit Policies 

Annual! Transit Policies (Shippers’ Form) 
Motor Truck Merchandise Floaters 

Horse and Wagon Floaters 

Salesman’s Sample Floaters 

Theatrical Floaters 

Installment Sales Policies 


The demand for all these lines has spread rapidly, 
Agents have found that one of the quickest ways to get 
new clients on their books tor the major lines is to ac- 


quire a volume of Inland Marine business. ‘The other 
business just naturally follows: 


The Continental Special Agent or the Inland Marine 
Department will give you any information you may lack, 


She CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 








CASH CAPITAL 
TEN MILLION DOLLARS 


ERNEST STURM 
CHAIRMAN OF THE BOARD 


PAUL L. HAID 
PRESIDENT 


NEW YORK CHICAGO MONTREAL _ SAN FRANCISCO 








ROBT. R. CLARK, Asst. U. S. Manager. 
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SHOWING ELABORATE DISPLAY 








THE WOMAN’S BENEFIT ASSOCIATION 
Sian Sate 
LargestFraternal Benefit Society’ inthe Werld Composed Exclusively of Women 


The Rates are Adequate 
Total Membership is over 268,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Health Service at W. B. A. Health Centers 
Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
its Reviews are Social and Welfare Centers 
Write for Information to 


MISS FRANCES D. PARTRIDGE, 
Supreme Record Keeper, Port Huron, Michigan 


MISS BINA M. WEST 
Supreme Commander, Port Huron, Michigan 
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Is It Insured ? 


Violins, Cellos, Harps and other valuable Instruments 
Insured against “All Risks” wherever located 


Saxophones and other Band and Orchestral Instruments 
Insured Against Fire, Theft and Transit Risks 


Also ‘All Risks” insurance on Personal Jewelry, Furs, 


Fine Arts, Salesmen’s Floaters, Tourists’ Floaters Etc. 


A. F. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City A i iz Chicago, Il. 
General Agents - ‘All Risks” Department 


g 
sais” Fire & Marine Insurance Co, 
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Fire Insurance 








— 
New Orleans News-Letter 
New ORLEANS, June 22—The fire pre- 
yention committee of the New Orleans Asso- 
ciation of Commerce is, like other bodies of 
that character, divided into subcommittees— 
of these takes care of the inspection of 


one 
schools and public buildings and is headed by 
my friend Alonzo Church, who has charge in 


this State, as general agent, of the business 
of the Insurance Company of North America, 
and the Alliance Insurance Company. 

Mr. Church’s interest in the work of his 
chairmanship is unremitting and inspired and 
guided by expert knowledge and matured 
experience. 

There will be no discontinuance of the work 
of the subcommittee during the vacation sea- 
son. Inspections of the schools will continue 
under the supervision of the Louisiana Fire 
Prevention Bureau. Student inspections will 
be resumed in the fall. 

In connection with the work of his subcom- 
mittee, Mr. Church, in an interview published 
in the Association of Commerce Bulletin, says: 

The 


movement has spread throughout the 
State. Calcasieu and Rapides parishes have 
inaugurated a system of student inspections 
similar to the one we have in use here, and 
one or two colleges have started this work. 

Elimination of common fire hazards in 
schools, thus preventing possible life and prop- 
erty loss, and a saving to the school boards by 
lower rates are the benefits to be derived from 
the student inspections. 


Appress By C. D. Corry 

C. D. Corey, superintendent of agents of 
the Pan-American Life Insurance Company, 
delivered an illuminating, forcible and very 
helpful address at the Inucheon of the mem- 
bers’ council of the New Orleans Association 
of Commerce on Thursday, the 11th instant. 

Mr. Corey is an eloquent and convincing 
speaker and he handled his subject, “The New 
Salesmanship,” in such a manner as to win the 
hearty plaudits of his large and appreciative 
audience. 

The Pan-American 
upon the possession of an 
Corey’s character and ability. 


is to be congratulated 
official of Mr. 


O’Hacerty. 





Virginia Fire Prevention Plans 

RicuMonp, Va., June 23—The following 
organizations will be invited to participate in 
a coordinated fire prevention campaign in Vir- 
ginia, under the leadership of Col. Joseph But- 
ton, Commissioner of Insurance: Virginia 
Field Club, Virginia Association of Insurance 
Agents, Firemens Association, Fire Chiefs 
Association, the Virginia county mutual insur- 
ance companies, the National Board of Fire 
Underwriters, the Virginia State Chamber of 
Commerce. Hon. E. Lee Trinkle, governor of 


the State, will also be asked to take part in the 
work, 

A meeting of the committee headed by Col. 
Button as chairman, will be held in the Field 
Club rooms on July 17, when definite plans will 
be formulated for carrying forward preven- 
tion work in the State. 


—_, 
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PHILADELPHIA NOTES 

Interest in Travelers’ Appointment — 
Great interest has been aroused here among 
fire insurance underwriters by the announce- 
ment that the Travelers Fire Insurance Com- 
pany of Hartford, will open a branch office at 
417 Walnut street, about July 1. Just who the 
manager of this branch office is to be remains 
to be seen, but it is said a number of the most 
prominent men here are being considered and 
Vice-President R. H. Williams is expected to 
make known his choice at a very early date. 
With a well-established business here in both 
the life and casualty branches the new Travel- 
ers Fire will have a splendid nucleus around 
which to proceed to build a big fire insurance 
premium income in the Quaker City. 

Plan Boat Trip.—Harold V. Smith, presi- 
dent of the Insurance Society of Philadelphia, 
announces that due to the very excellent out- 
come of the second annual boat excursion of 
the Society held recently and in keeping with 
requests for another similar outing in 1926, 
arrangements have been completed with the 
Wilson Line and a larger boat has already 
been chartered for next year’s use. The In- 
surance Society of Philadelphia is taking on 
a decidedly new and broader aspect since Mr. 
Smith became its president and much is ex- 
pected of him during the succeeding months of 
his administration. 

Insurance Department Reorganization.— 
Ever since the first intimation was given in 
Tue Spectator of the possibilities of reor- 
ganizing the Insurance Department of Penn- 
sylvania, many newspapers and 
have hazarded guesses at just what would hap- 
pen. With Governor Pinchot deeply engrossed 
in an investigation of a big bank failure at 
Carnegie, Pa., and with a speaking trip upon 
which he has been counting for some months, 
booked for several Western States, it is stated 
on good authority that nothing will be done in 
the way of reorganization until early fall. 
Rumor has it that E. C. Moore of Camp Hill, 
a Harrisburg suburb, would be appointed Com- 


periodicals 


missioner, but knowing Governor Pinchot’s de- 
sire to appoint men of more mature years and 
also men of experience to his cabinet posi- 
tions, it is not Mr. Moore will be 
selected. He was formrly a minor clerk in 
the office of the Pennsylvania State Chamber 
of Commerce, and held some unimportant place 


likely 


in the office of the legislative reference bureau 
in the State capitol. He is about thirty years 


old. 


BOSTON AND VICINITY 
Big Loss at Lawrence.—A loss estimated 
at $150,000 was caused by a general alarm fire 
in the business section of Lawrence last week. 
The blaze apparently started in the storehouse 
of Pill Brothers’ 
Essex street, and spread to the Gardner Music 


Hardware Company, 381 
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Temple and to the Apollo lunchroom in the ad- 
joining buildings. The heaviest loss was on 
Pill Brothers’ Hardware Company. Consider- 
able water damage was reported. Insurance or 
stock of Pill Brothers, loss estimated nearly 
total, is as follows: U. S. Shippers, $10,0c0; 
Merchants, Pacific and Firemans Fund, $7500- 
each; Century, $6000; Home Fire and Marine 
Underwriters and American Equitable, $5000 
each; Fidelity-Phenix, $4500; Pittsburgh Un- 
derwriters and Ohio Farmers, $4000 each; 
North River Underwriters, $3500; Penn Un- 
derwriters, Atwood, Yorkshire and Baltimore: 
American, $2500 each; Interstate, $1000; total, 
$75,500. 

Coal Shed Blaze——Damage to the big 
coal sheds and coal pocket of the Reed-Costelo 
Company, located on the water front in Lynn, 
caused a loss estimated at $100,000 in a threat- 
ening general alarm fire in Lynn last week. 
The firemen succeeded in extinguishing the fire 
in the big coal piles, but not until a considerable 
quantity of coal had burned. Insurance, blanket 
form, loss estimated at 85 per cent, on frame 
sheds and contents of Reed-Costelo Co., was 
as follows: American, N. J., $32,000; Cam- 
den, $27,500; Grain Dealers Mutual, $15,000; 
Old Colony, $7500; Federal $5000; Salem 
Mutual, $2000; Cambridge Mutual, $1000; 
total, $100,000. 

Appoint Fire Prevention Committee.— 
The Hingham, Mass., board of selectmen have 
appointed a fire prevention committee. The 
chief of the fire department, secretary of the 
local insurance company, superintendent of 
schools, president of the women’s club and a 
member of the planning board make up the 
personnel. 





Name of North British Incorrectly Used 


In the program sent out by those in charge 
of the meeting of the New England State Asso- 
ciations of Insurance Agents being held this 
week at Portsmouth, N. H., there was sched- 
uled an address on “The Romance of Insur- 
ance,” which, it was stated, would be given by 
“Sir Alexander MacGregor, chairman, board 
of governors, North British and Mercantile of 
Edinburgh, Scotland.” 

Apparently this number on the program was 
included by someone who was overworking his 
sense of humor, as we are reliably informed 
that there is no such person as “Sir Alexander 
MacGregor” connected in any capacity with the 
North British, nor has that 
“board of governors.” 

Writing in advance of the meeting and, 
therefore, not being informed as to what is 
actually to be staged as representing the 
alleged address, we can only guess that some 
humorous stunt will be presented instead of, as 
was indicated by the program, a bona-fide ad- 
dress by a prominent underwriter. 


organization a 








Miscellaneous Insurance T H E S r E CTATO R ee 
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circulate it among their Agency Forcer, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force: 


IT LOOKS LIKE EVERYBODY IN THE WORLD now owns some kind cf an 
automobile. Everything from "FLIVVERS" to "PIERCE SPARROWS" keep 
our streets so congested that the MERE PEDESTRIAN hasn't a chance 
any more. 

That's fine stuff for the INSURANCE MAN. EVERY car owner NEEDS, 
MUST HAVE and is GOING TO BE INSURED. He's got an INVESTMENT of 
several HUNDRED or THOUSAND DOLLARS running around on WHEELS and he 
MUST protect it. 


We can COVER these car owners in our SPLENDID Automobile Writing 
Companies as follows-- 
FIRE AND THEFT--PROPERTY DAMAGE--COLLISION AND TORNADO--LIABILITY. 


COMPLETE SERVICE that will protect the car owner AGAINST ANYTHING 
that may happen. 


LET'S SELL 'EM ALL EVERYTHING WE'VE GOT! 


Automobile Insurance ISN'T a complicated affair. YOUNG fellows with 
lots of "pep" and the DESIRE to earn "A FEW SMACKS" can "LEARN THE 
LANGUAGE" and the COVERAGES in a short time. 


Maybe you can get hold of a few clean-cut young men and start them 
out along Automobile Row and among car owners. Let them SPECIALIZE 
in automobile insurance. Have them CALL regularly on all prospects. 
Let them CULTIVATE the Automobile Salesman so that they will "TIP 
THEM OFF" when a new car is sold. 


A LITTLE DILIGENT CULTIVATION OF THIS LINE WILL PAY HANDSOME PROFITS. 


We "AUTO" do every thing possible to get the BIGGEST end of the auto- 
mobile insurance in OUR towns. In the AUTOMOBILE insurance race, we 
can--AND I AM CONFIDENT WE WILL--outrun our competitors. 


Yours for the honk-honk business, 


Don't overlook vacation coverages! 
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[ISS JUNE COCHRANE, talented dancer 
iLY¥k and musical comedy actress, and daugh- 
ter of John A. Cochrane, vice-president in 
charge of forgery bonds for the National 
Surety Company, is making a decided “hit” in 
“Garrick Gaieties,’ the Theater Guild produc- 
tion now playing in New York city. Mr. Coch- 
rane is fairly bursting with paternal pride 
these days and, if it were not for a certain 
fifty-cent bet he is alleged to have lost to Sam 
Bogert, his joy would be unalloyed. 

ASUALTY insurance’ executives are 
eagerly awaiting the report of the commit- 
Highlands 
Burns, president of the Maryland Casualty 
It is understood that 


tee on public relations of which F. 


Company, is chairman. 
one of the main features of this report will 
concern itself with the possibilities of institu- 
tional advertising on the part of the casualty 
companies. Some of the advertising managers 
are wondering how any such scheme is to be 
financed. Will it be on a pro-rata basis, com- 
piled on premium volume? It will be recalled 
that when such a proposition was put up to the 
life insurance companies, it was discovered that 
one or two institutions would be paying practi- 
cally the entire cost under that arrangement, 
and the idea was dropped. It might be feasible 
to finance an advertising campaign to the pub- 
lic by 


amount to be contributed by each company. 


settling upon a definite, reasonable 
The total would then be an approximately suff- 
cient sum; but it is not known what method, 
if any, will be employed. An advertising cam- 
paign of that kind, properly directed and well 
supported by advertising to agents in the busi 


tess papers of insurance, might be effective. 


Bus Men Form Reciprocal 

InpIANAPOLIS, IND., June 22.—Offices of the 
Indiana Motor Vehicle Underwriters, an in- 
surance organization specializing in bus insur- 
ance of various types, were opened recently 
in Indianapolis by Charles A. Lenz, president 
of the Iroquois Insurance Company of Dan- 
ville, T11. 


the organization are bus operators. 


All directors and other officials of 


—The Europeenne Compagnie De Reassurances of 
Paris, reports assets, June 30, 1924, amounting to 
33,885,952 francs, and its allied company, the Com 
pagnie Parisienne Te Reassurances shows assets of 
5,874,850 frances on the same date. 
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STREET AND HIGHWAY SAFETY 
CONGRESS 

Second National Event to Be Held in 
November 

WasHINcTON, D. C., June 22——The second 
national conference on street and highway 
safety will be held in Washington next Novem- 
ber, at which time the results of the recom- 
mendations made at the conference last year 
will be reported and additional suggestions 
made for reducing the number of highway acci- 
dents. 

While but two of the committees which 
developed the recommendations made to the 
1924 conference were given a continued lease 
of life, several additional committees have since 
been formed to continue the work inaugurated 
at that time. These include the committee on 
uniformity of laws and regulations, the com- 
mittee on law enforcement, the committee on 
metropolitan traffic facilities, and the commit- 
The last-named has 
not yet held any meetings, but will begin its 
work in the near future. 

Much emphasis is being placed upon the need 
for uniformity in law. This, it is declared by 
members of the conference, is one of the vital 
Many fatalities 
are caused by the confusion of automobilists 


tee on causes of accidents. 


points in accident reduction. 


traveling in strange communities where the 
rules of the road differ from those of their 
own city. Uniformity of traffic laws, so that 

motorist at any time need only apply the 
regulations he follows at home, is sought, and, 
accordingly, considerable interest attends the 
recent inauguration in Washington of a new 
traffic code, embodying as many of the recom- 
mendations made at the 1924 conference, which, 
if it proves successful, will be offered as a 
model code for adoption by other cities. 


MANUFACTURERS’ LIABILITY STILL 
WRITING COMPENSATION 
Statements to Contrary in Error Accord- 
ing to a Statement by J. G. S. 
Johnson 
The Manufacturers Liability Insurance Com- 
pany, Jersey City, N. J., states that it is writ- 
ing compensation insurance, statements to the 
contrary, which appeared in THe SpEcTATOR 
and other insurance papers, notwithstanding. 
J. G. S. Johnson, secretary and treasurer of 
the company, states that the company has not 
renewed compensation policies expiring in Con- 
necticut, but that in the remainder of its terri- 
tory it continues to renew that class of business 
and is taking care of new business offered as 

usual. 
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GRANTS INCREASE 


New York Superintendent Permits 
10 Per Cent Compensation Raise 





EFFECTIVE JUNE 30 


James A. Beha, in Letter to Leon S. 
Senior, Hopes for Reduction of 
Accidents 
James A. Beha, Superintendent of Insur- 
ance for New York, has granted an increase 
of 10 per cent in workmen’s compensation in- 
surance rates. It will be recalled that an in- 
crease of 12 per cent was asked for by the 
companies. This amount was denied by 
Superintendent Beha, who gave as his reason 
the fact that he wished to incite “carriers to 
exercise a greater care in the selection of risks 
whose management shows no inclination or de- 
sise to adopt means to safeguatd their em- 


’ 


ployees and prevent accidents.” He also says 
that the full increase is denied because of the 
expectation, by allowing only 10 per cent in- 
crease, of compelling companies” to adhere to 
legal rates and sound underwriting practices. 
Mr. Beha outlined his position and opinions 
in a letter to Leon S. Senior, manager of the 
Compensation Inspection Rating Board, and 
indicated that the Ito per cent increase would 
become effective on June 30 for new and re- 
newal policies. Referring to the board’s ap- 
plication for the increase, as made through 
Manager Senior, Mr. Beha’s letter says: 


In your application you refer to the increase 
in cost of workmen's compensation insurance 
doe, in part, to the increase in accident sever- 
ity in this State. T am heartily in favor of 
vour suggestion that the rating board make a 
studv of the causes of the increased number of 
accidents and sincerely hope that with the co- 
operation of the Industrial Commission and 
with the Industrial Board, which T understand 
has jurisdiction of establishing safety stand- 
ards, real results may be accomplished in the 
reduction of accidents and the severity of acci- 
dents. The companies and the various com- 
pany organizations should also take concerted 
action in this matter, for it is obvious that the 
benefits of efforts in this direction will not 
only inure to the benefit of the employees cov- 
ered under the act, but also to all concerned 
in seeing that compensation losses are re- 
duced. 


[Issues Revised Manual 
The Health and Accident Underwriters 
Conference has revised its conference manual 
to May 1, 1925, and copies of the revision are 
now available. The last revision bore the date 
of April 1, 1922. The work was done by the 
manual committee, John Patterson, chairman. 
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Brearley Service Organization Being Com- 
plimented on Independence Indemnity 
Companies’ Souvenir Booklet 


The souvenir booklet, issued in commemora- 
tion of the opening of the new home office of 
th Independence Indemnity and the Independ- 
ence Fire insurance companies, is receiving 
very favorable comments from insurance 
executives all over the country. 

The compilation, entitled “At the Historical 
Center of the United States,” was prepared by 
the Brearley Service Organization, of which 
H. C. Brearley is president, and from every 
standpoint is an excellent medium for carry- 


being illustrated both with half-tone plates 
and historical drawings in wood cut style. 
The book is composed of three articles by 
William George Jordan, former editor of The 
Saturday Evening Post, Howell Lewis Shay 
of the architectural firm of Ritter & Shay, 
who constructed the building, and Hon. W. S. 
Sproul, former governor of Pennsylvania. The 
three articles, respectively, discuss the part 
played by Independence Square, Philadelphia, 
in the history of the United States; the build- 
ing the companies’ message of progress. The 
cover of the volume is stamped in blue and 
gold and its contents are printed in two colors, 




















LETTER IV 
AXIDENTS INSHURANCE FOR A STEPUL JACK 
Deer Co, 


Ezra Kripple is the onli man in Corncob whats got nerv enuff to clime 


the church stepul and and paint it wunce ever year. Natchually Ez is 
knowd herebouts as a stepul Jack and dare devil. The fack that 
he fall offen the stepul ever time he does the job aint nuthin against 
him but its hard on Ez cause these axidents allers cost him all he gits fer 
doing the work and invarible results in Ez gettin the glory and Doc 
Skinnum gettin the money. Now ive ben tellin Ez the onli way he kin 
make eny monie outer the job is ter take outer good big axidents polcy 
whatll pay him 50 dollars fer each and ever weak hes layed up. This 
aint no more than Ez gits fer the work endurin the week hes paintin the 
stepul, that is it aint no more than the church promices him and if I com- 
perhends the polcy correckly a man kin aply fer eny amount if the sed 
amount dont excede his weakly incum. Last year when Ez fel offen the 
stepul he was onli layed up fer 8 weeks, the year afore that it wuz 12 
weaks, so hes a beter rist now than he wuz then so I figgers this is the 
sykologikle time to wright him the polcy as it is certin when he gits to 
the plase he can paint the stepul without fallin off he wont want no 
axidents inshurance. Theres sum more fellers round hear that stays hurt 
a good part of the time and if I kin konvinse em that the Co is alrite by 
gettin this polcy fer Ez and payin his clame prompt and satisfactery like, 
Im shore I kin wright em sum prettie good sized polcies. 

Sellin Ez wuz a good peace of salsmenship. Its took me a long time to 


make him see the cents of this pertection, so I wishes you ter rush the 
polcy to me immediate so I kin delivr it to Ez afore he starts to paintin 
the stepul ergin in 2 weaks from this date. 
Yores trooly, 
Sam Rustic, J P, 
Reel Estate, Inshurance, 
Butter, Eggs and Poltry. 
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ing and its facilities, together with the pro- 
visions for additional growth of the companies 
and accounts of the organization of each of 
the Independence companies; together with a 
lucid explanation of the part played by their 
various executives in the development of the 
companies’ relations with their agency forces 
and the public. 

The Brearley Service Organization is to be 
congratulated upon the appearance and char. 
acter of the book, called “At the Historica} 
Center of the United States,” which bids fair 
to take a prominent place in the historical sec. 
tions of all insurance libraries. 


Business Mens Assurance Salesmen Meet 

INDIANAPOLIS, INp., June 20.—Approxi- 
inately forty salesmen and officials of the 
Business Mens Assurance Company in Indiana 
met this week in a State convention here at 
the Hotel Lincoln. John B. Reynolds, secre. 
tary of the Indianapolis Chamber of Com- 
merce, gave an address of welcome. During 
the day there was a general discussion of busj- 
ness problems. E. J. Montague of the home 
office at Kansas City, Mo., led the discussion 
during the early hours of the convention. Mr, 
Montague is director of field service. J. C, 
Higdon, manager of the life department, led 
a part of the discussion. The advantages of 
selling for the company and the advantages of 
a salesman working Indiana territory were 
general themes of discussion. Fred W. Moller 
is State supervisor of Indiana. A banquet was 
held for the wives and friends of the State 
salesmen. 


Texas Agents Get Their Licenses 

Datras, TEx., June 22.—Amicable settle- 
ment was arrived at in the injunction and 
damage suit brought by R. H. Barr & Harper 
Jones of Fort Worth against John M. Scott, 
Texas Insurance Commissioner, and the Fort 
Worth Insurance Exchange. After two days’ 
trial of the application for injunction to re- 
strain interference with them in soliciting and 
writing insurance in Fort Worth, the trial sud- 
denly terminated in the agreement that Barr 
& Jones will be licensed as insurance agents 
and in return will withdraw their lawsuit. 
They had asked for an injunction and also for 
$75,000 damages to their business. 


The Invincible Casualty Organizing 

A company to be entitled the Invincible 
Casualty Insurance Company is in process of 
organization at Newark, N. J., to write auto- 
mobile liability and property damage insurance. 
The company is endeavoring to sell stock at 
300 per cent, with organization expense limited 
to 15 per cent; and it proposes to insure stock- 
holders at 15 per cent below conference rates. 
John H. Conover is president; A. D. Way is 
secretary, and I. V. Kelly is treasurer of the 
Invincible, which proposes to start business 
when $900,000 has been paid in. 


—New York Title and Mortgage Company have 
declared a quarterly dividend of three per cent (3%) 
payable July 1, 1925, to stockholders of record June 
26, 1925, 
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ELIMINATE THE INSURANCE 
BOOTLEGGER 


Winslow Russell Lays Blame on Home 
Offices 

Winslow Russell, vice-president and agency 

manager of the Phoenix Mutual Life Insur- 

ance Company, Hartford, scored the “insurance 

hootlegger” in an address before the New Eng- 

land agents, in session this week at Ports- 


mouth, N. H. Mr. Russell said in part: 


A convenient definition of the word “Boot- 
legging” is necessary, for it was apparently 
unknown in the days of Noah Webster. Sup- 
pose we, then, define it as “a means of secur- 
ing an income without a motive of service, and 
fraught with danger either to giver or taker.” 

A young man seeking a living in a business 
he believes worthy of his entire time recently 
approached a prospect who was building a 
home, seeking his fire insurance. The owner of 
the home advised him that the local banker in 
town had informed him that he could loan 
him more of the bank’s money if he would give 
him his fire insurance than if his home was in- 
sured elsewhere, and upon that basis the banker 
secured the business. 

In principle that kind of a loan is dangerous 
to the bank, and the borrower is unlikely to 
get a real insurance service. 

In the same town a large factory was found 
to be covered for $400,000 fire insurance. The 
policies contained a 90 per cent coinsurance 
clause. No appraisal had been suggested and 
for more than ten years the policies had been 
sent around annually without suggestion of any 
service. 

An insurance expert had an_ appraisal 
made and found a conservative present valua- 
tion of $800,000. The president of the concern 
lived 150 miles away. The agent bound the 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 

















risk for an additional $300,000 and sent the 
policies on to the owner, writing him as fol- 
lows: “I did this for you—because had you 
had a $300,000 loss, you undoubtedly thought 
you had that amount of protection, but you 
would have paid over $100,000 of that loss 
yourself.” He explained the meaning of the 
go per cent coinsurance clause, probably for 
the first time known to the insured. A check 
for the premium was received by return mail 
and the entire line goes to the man who ren- 
dered the service and earned the commission. 

Two or three years ago a man, whose name 
is a byword throughout the entire wor!d, was 
about to apply for $500,000 endowment life 
insurance. Not knowing of this intention a 
man in the life insurance business was informed 
that the brother of this well-known man was 
about to go into the life insurance business. A 
letter was written from a home office to the 
brother seeking to interest him in one particular 
company. 

The following is copied from his response to 
this letter: ‘I am afraid that Mr. C——— 
misunderstood the situation as to my interest 
in insurance. This interest of mine was born 
mainly out of a desire to handle all our own 
insurance matters and incidentally to make any 
saving possible. To do this I learned that I 
should have to get some official sanction.” 

A gross annual premium of more than $50,- 
000 was distributed to several companies. The 
commissions appeared to have been paid to a 
New York real estate operator. who was 
licensed for the first time by several companies. 
Tt is reasonably clear that this real estate op- 
erator was in part a dummy, and equally clear 
along the line, the buyer himself being circum- 
that there was considerable bootlegging all 
stantially involved. 

A home office clerk in a Hartford office not 
doing a liability business recently threatened a 
man giving his entire time to insurance service 
with bodily harm, because this latter salesman 
had found a liability policy placed by the clerk 
without any attempt to find or cover the real 
need of the buyer, and because he then ren- 
dered him the service he was paid to render. 

These illustrations serve to establish the fact 
that few insurance lines are free from the 
process known to this audience as “bootlegging” 
in commissions. The fundamental cause of this 


APPOINTED ACTUARY OF THE HART- 
FORD ACCIDENT AND INDEMNITY 
COMPANY 


J. D. Maddrill Has Wide Experience in 
Educational and Business Lines 


J. D. Maddrill has been appointed actuary 
of the Hartford Accident and Indemnity Com- 
pany. He comes to the Hartford with a back- 
ground of experience and training which well 
qualifies him for his new work. His educa- 
tion was received at the University of Cali- 
fornia, where he graduated with degrees of 
A. B. and Ph. D. He is a member of the 
honorary societies of Phi Beta Kappa and 
Sigma Pi. 

Mr. Maddrill has been in charge of the In- 
ternational Latitude Observatory at Ukiah, 
Cal., and later was instructor of actuarial 
mathematics at the University of California. 
For several years he did special actuarial work 
for the Travelers Insurance Company. With 
the Federal Civil Service Retirement legisla- 
tion, War Risk Bureau and Federal Rehabilita- 
tion Service he also was engaged in actuarial 
work. Before coming to the Hartford, Mr. 
Maddrill held the position of actuary with the 
Pennsylvania Manufacturers Association of 
Philadelphia. He is a member of the board 
of actuaries of the United States Civil Ser- 
vice Retirement Fund. 





evil in the business lies in our home offices, and 
can be stopped in short order when we in the 
home offices sense the cost of this type of sell- 
ing, or rather mis-selling. 

One of the chief reasons for the growth of 
this evil is based upon the competitive desire 
of our home offices for more volume, while any 
serious study of the final result will show the 
net result directly opposite the end to be de- 
sired. 
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THE DEMAND FOR AN OUTLET FOR] CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITYJAND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - - - 750,000.00 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - . - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 





Has openings for 





PENNSYLVANIA 





OHIO 








ms HAMPTON ROADS 


FIRE «» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 
President Vice-Pres and Managing Under. 
Secretary Fire Dept. 














1846 1925 


A Significant Sign— 


BUSINESS IS GOOD 


with 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD—Over 78 Years in Business—CONN. 


NEW JERSEY 


PENNSYLVANIA 
CASUALTY COMPANY 


to handle all forms of Health and Accident Insurance. 


COMMONWEALTH BLDG., 


LANCASTER, PA. 


Progressive General and District Agents 


MARYLAND 
DISTRICT OF COLUMBIA 
DELAWARE 


Executive Offices 


PHILADELPHIA, PA. 














Total Assets 











ST liovis: 


CHAS. W. DISBROW 


All kinds of 
Insurance on 
Automobiles 


Capital and Surplus - 
Reserves - - 


PRESIDENT 


$1,376,995.89 
4,538,215.10 
5,915,210.99 








26 








Con 
within 
—rega 
tions. 
its ter 

Plait 
the los 
expirat 
agent 
would 
in and 
upon ¢ 
wanted 
tiff the 
fendan 
the ag 

In h 
by fire 
ance C 
defend 
of thi: 
the bas 
this ac 
insurat 

Helc 
agent, 
propert 
as to 
take af 
same \ 

The 
the det 
Novem 
it sent 
propert 
the ba 
ment s 
been p 
jected | 
Compa 
not no 
had ne 
ever r¢ 

At tl 
jury to 
from j 
appeals 

Held 
defend: 
authori 
farm p 
apparet 
jury. 
acts or 
general 
of his 1 
ing it 
tions. 

Furtl 
mium | 
the bar 
of its a 











June 25, 1925 


THE SPECTATOR 


Miscellaneous Instrance 














FIRE 

Company is bound by agent’s contract 
within scope of his apparent or real authority 
—regardless of violation of private instruc- 
tions. An oral contract, certain as to all of 
its terms, is valid and enforceable. 

Plaintiff brings this action to recover for 
the loss of a barn by fire. Shortly before the 
expiration of some prior policies defendant’s 
agent wrote to plaintiff that his insurance 
would soon expire and requested him to come 
in and renew his insurance. Plaintiff called 
upon defendant’s agent and told him that he 
wanted $700 insurance on the barn. The plain- 
tiff then signed an application prepared by de- 
fendant’s agent, paid $19.25 and was told by 
the agent “you are insured now for five years.” 

In March, 1920, barn was slightly damaged 
by fire. Thereafter the adjuster of the insur- 
ance company and later 
defendant’s check was received in settlement 
of this loss. Later and in September, 1920, 
the barn was completely destroyed by fire and 


examined the barn 


this action was brought for recovery of the 
insurance. 
Held, that Wentz & Co., the company’s 


agent, had authority to issue policies on town 
which would bind the defendant, hut 
authorized to 


property 
as to farm property was only 
take application for insurance and forward the 
same with the premium to the company. 

The agent for some reason did not send to 
the defendant. the plaintiff’s application, dated 
November 22, 1918, but on February 11, 1916, 
an application for insurance on the 
to the defendant. On 
the back of this application was an endorse- 
that the premium $19.25 had 
been The application was re- 
jected by the defendant and returned to Wentz 
Company on February 21, ro1g. Plaintiff was 
not notified until after the loss that a policy 
had not premium 


it sent in 
property in question, 
ment showing 


paid in cash. 


been issued, nor was_ his 
ever returned. 

At the close of trial, 
jury to return a verdict for the defendant and 
from judgment entered thereon this plaintiff 
appeals. 

Held, that while it is true that as between 
defendant and its agent, that the agent was not 
authorized to make contracts on 
farm property, still the question of the agent’s 
apparent authority should be submitted to the 
jury. The bound by all of the 
acts or representations of its agent, whether 
general or special which are within the scope 
of his real or apparent authority, notwithstand- 
ing it is in violation of his private instruc- 
tions, 


the court directed the 


insurance 


company is 


Further the defendant by keeping the pre- 
mium and paying the damage occasioned to 
the barn on the first loss has ratified the acts 
of its agent in making the contract. If defend- 


ee By Sind a) GC od the Neo York rem S 


ant declined the risk (as it did) it was its 
duty to see that the premium was returned to 
plaintiff. 

It was also objected that the contract was 
oral. However, an oral contract which is cer- 
tain as to parties, time, amount, rate and prop- 
erty is a valid contract. 

The case should have been submitted to the 
Judgment of the district court reversed. 


jury. 
Cline vs. Fidelity Phenix Fire Ins. Co. 
(Supreme Ct. of Nebraska), 203 N.W. Rep. 


578. 


LIFE 

Acceptance of note constitutes payment of 
year’s premium notwithstanding provision 
therein. The policy must contain the entire 
agreement. 

Action brought on a policy of life insurance, 
July 1917; annual premium of 
$56.50 was paid when policy was issued The 
second premium was paid in cash but defend- 
ant took a promissory note dated July 31, 1919, 
for the third premium, which note provided 
that, “the non-payment of this note at matur- 
ity shall release the company from all liabil- 
thereof 


issued on 


ity under said policy until payment 
has been made thereunder” 

The note was not paid when due 
other payment was ever made On March 30 
the policyholder The 
demanded payment, refused. The 
contained the clause, “if the premiumr is 
not paid when due this policy shall be 
facto null and void and all premiums forfeited 


and no 


1921, died. beneficiary 


which was 
policy 


inso 


the company.” 

Defendant contends that inasmuch as the pol- 
icy was not paid when due, the policy lapsed 
on that date and that there was no further lia- 


bility on part of the defendant. 
The policy contained the following pro- 
vision: “This policy is automatically non-for- 


feitable after premiums have been paid for 
three full years.” 

In case of default in payment of premiums 
after first three years, the policy was continued 
as non-participating paid-up insurance for a 
specified time, in this case three vears and nine 
The question therefore is whether the 
acceptance of the note was he 
Held, that 
surrounding the transaction 
was the intention of the parties. 

The provision in the note for the release of 


nronths. 
payment of t 
the circumstances 
indicate that this 


third premium. 


the company from liability upon 


This provision was not con- 


non-payment 
is not binding. 
tained in the policy or in the application and 
the law provides that the policy shall contain 
the entire contract and the policy with the 
attached application do contain the entire con- 
tract. 


The third year’s premium was paid by the 


27 








acceptance of the note and the policy was in 
force at time of death of insured. 

Ritter vs. American Life Ins. Co. 
Moines, Iowa (Supreme Court of S. 
203 N. W. Rep. 503. 


of Des 
Dakota), 


FIRE 

Where an oral agreement is made that 
pclicy shall be written and held by com- 
pany until the premium is paid, and if not 
paid by October 1, it shall be canceled, a 
failure to pay premium at time agreed war- 
rants a cancellation of the policy. 

The policy was based on an agreement of 
the parties that it was to be written and held 
by the defendant as its own until the premium 
was paid and delivered thereafter. It was 
agreed that premium was to be paid by October 
I. 1921, and if not then paid, that the policy 
was to be sent to the company by the agent 
for cancellation. On October 1, 1921, as weli 
as prior thereto, plaintiff refused to pay the 
premium although requested by defendant to 
do so. 

Held, that payment of the premium was a 
condition precedent to liability under the pol- 
icy, and as premium payment was never waived 
by defendant, it is not liable. Notice of can- 
cellation was not required. 


Judgment for defendant affirmed. 


Gould Land & Cattle Co. vs. Commercial 
Union Assn. Co.. Ltd. of London, Eng. (Sup. 
Ct. of Nebraska). 203 N. W. Rep. 550. 


SICK BENEFIT 

Provision of policy that sick benefits should 
commence when the “doctor’s written notice 
of disability is received” is reasonable and 
applicable, whether or not a physician was 
in attendance. Forfeiture of policy for non- 
payment of premium is justified, not with- 
standing failure of insurer’s agent to call 
for premium. 

Defendant in error, the plaintiff in the trial 
court, sued to recover the sum of $80, repre- 
senting weekly benefits under a policy of insur- 
ance. The contract provided that the plaintiff 
was to receive $10 per week when totally in- 
sickness or accident and that 
the benefit “commence from the date 
the doctor’s written notice of such dis- 

given on forms provided by the asso- 

is received at the office of the associa- 
It appared that for a short period, plain- 
who furnished 
There- 
had a relapse and claimed that he was 


capacitated by 
should 
when 
ability, 
ciation, 
tion.” 
tiff was under a doctor’s care, 


1 


benefits allowed him by the company. 
after he 
entitled to be paid for this period of disability, 
although he was not under the supervision of 
a physician and no report was made to the 
company by a physician. 

Plaintiff contended that the provision of the 
policy about notice is only applicable where 
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Actuarial 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











hed 1865 by David Parks Fackler 
BUWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Calculations Consultations 
sees Valuations 
§@ BROAD STREET NEW YORK 














FREDERIC S. WITHINGTON 


P.A.1. A. 


CONSULTING ACTUARY 
Midland Life Building 





Armour Blvd. & Main St., Kansas City, Mo. 














Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Bullding 











SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bidg. ATLANTA, GA, 























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, »6 W. 44th St. 











NEW YORK 











Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounti 
Service in All Branches of Insurance an 
for Pension Plans: Office Systems and 
Reorganization. 


78 Fulton Street 





New York 














DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Toelephene State 7298 
CHICAGO 











Conservation Specialists 


The Otis Hann Company, Inc. 
“Life Insurance Service” 
10 So. La Salle St. Chicago, III. 
References Covering Past 23 Years 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 























JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE_INSURANCE—Ordinary, Intermediate, 
Geeee, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 

Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








I, M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 1608 Bankers’ Trust Bidg 


pars phe on — Philadelphia 























GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 


Statisticians 




















FRANK J. -IAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bidg. Indianapolis, Ind. 
Hubbell Building Des.Moines, lowa 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable, 
Phone: JOHN 1090 
50 John St. New York City 
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there was an attending physician, but that in the 
absence of an attending physician the notice 
could be given by the insured, as was done in 
this case. Held, that the provision is a reason- 
able one to prevent the company from being 
defrauded and will be enforced. 

It also appeared that the agent of the com- 
pany was in the habit of collecting the weekly 
dues at the place of plaintiff's employment. 
But when calling for the dues, he was informed 
that plaintiff was sick and could be found at 
his place of residence, 2414 N. street. The 
agent, however, failed to go there, and the dues 
becoming in default for more than four weeks, 
the policy was declared forfeited. 

It was urged by plaintiff that defendant was 
not justified in forfeiting the policy, for the 
agent was accustomed to make regular collec- 
tions and was therefore required to do so. The 
policy, however, provided as follows: “The 
collecting of premiums is a matter of courtesy, 
and will not be accepted as an excuse for non- 
payment, as all premiums can be paid at the 
association’s office daily.” 

Held, that these provisions are clear and rea- 
sonable—neither are they doubtful or ambigu- 
ous, so as to require construction. Judgment 
for plaintiff is reversed. 

Home Beneficial Ass’n vs. Lanax (Court of 
Appeals of Dist. of Columbia), 4 Fed. Rep. 
(2nd Series) 292. 


Changes in Statement Blank 

Practically all of the changes made by the 
National Convention of Insurance Commis- 
sioners in the statement blank upon which the 
stock fire insurance companies will report their 
1925 business, are due to the elimination of 
the separate classification of business effective 
prior to January 1, 1921. Concerning this the 
committee report says: 

As all business effective prior to January, 
1921, except that running for terms greater 
than five years, expires in 1925 and practically 
all of the small amount of business running for 
terms greater than five years is fire business, 
there is no real need of further making a dis- 
tinction between business written prior and 
subsequent to January I, 1921. 

A new requirement is new item 30, on page 
8, which reads: “In what States, territories, 
or foreign countries is the company (or 
United States Branch) authorized to transact 
business ?” 

Chairman H. D. Appleton, of the committee 
on blanks, urgently requests persons desiring 
ot submit suggestions relating to possible 
changes in statement blanks to submit them 
to the committee before March 15, 1926, as 
those received later will be postponed for con- 
sideration until the following year, except by 
unanimous consent of the members of the com- 
mittee. 


—The Slavia Banque Mutuelle d’Assurances, of 
Prague, has issued its statement covering 1924, 
showing assets of 308,200,510 Kr., with premium 
reserves of 184,881,828 Kr. and funds of 34,030,352 
Kr. after providing for liabilities. The net premiums 
last year aggregated 108,452,049 Kr., and the losses 
43,461,302 Kr. The Slavia writes fire, life, liability, 
hail and transport insurance. J. V. Peca is director 
general. 


Amendment of 1925 
(Concluded from page 13) 
1925 to Sec. 210 was made necessary by adding 
Sec. 210a to Art. VI which permits associa- 
tions to grant certain cash equities out of re- 
serves accumulated. See note Sec. 210a. 

Sec. 210a (new).—This section, added by 
Chap. 527 of 1925, required associations writ- 
ing life policies in excess of $200 to accumu- 
late reserves on the minimum basis fixed there- 
in on all contracts issued on and after January 
I, 19206. 

Sec. 231°. The amendment by Chap. 531 of 
1923 to Sec. 231 sub. 4 allowed the insurance 
of children under the age of 18 who are re- 
lated within the fourth degree of consanguinity 
to an adult member of the society. 

Sec. 3247. The amendment by Chap. 529 of 
1925 to Sec. 324 sub. 2 added the prohibition 
contained in the last paragraph and eliminated 
a great inducement for promotors to organize 
companies under this article for their private 
gain by means of contracts with corporations 


which they control. See note Secs. 197 and 


344°. 

Sec. 3447. The amendment by Chap. 530 of 
1925 to Sec. 344 sub. 2 added the prohibition 
contained in the last paragraph and eliminated 
a great inducement for promotors to organize 
companies under this article for their private 
vain by means of contracts with corporations 


which they control. See note Secs. 197 and 
2 


324. 
New York Insurance Law, 1925 Edition 
A new edition of the New York Insurance 
Law, annotated, compiled by William Edward 
Baldwin, has recently been issued and may be 
procured from The Spectator Company. This 
new edition contains all amendments to Jan- 
uary, 1926, with annotations from decisions of 
the courts to March, 1925, and also rulings of 
the attorney-general, an appendix containing 
miscellaneous laws relating to insurance and a 
summary of the requirements relating to fees 
and taxes payable by insurance companies of 
New York and other States. This is the first 
printing of the complete New York Insurance 
Law since 1922, and it includes over 450 pages 
in flexible fabrikoid binding, gilt stamped. Its 
price is $7.50 per copy. 


New York Pond to Meet 

The New York Pond of the Ancient and 
Honorable Order of the Blue Goose will hold 
a dinner meeting on the roof garden of the 
Jersey City Elks Club, June 30. The affair 
will start at 6 p. m. and promises to be very 
successful. Franklin A. Gaylord will speak 
on Russia. 


Fire Marshals to Meet 

The Fire Marshals Association of North 
America has announced a change of its plans 
for the next annual meting which was to have 
been held at Des Moines. Instead it will be 
held September 14-16 at San Antonio in con- 
junction with the annual meeting of the Na- 
tional Convention of Insurance Commissioners. 
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Death of Frank E. Pirkel 

Frank E. Pirkel, secretary of the Farmers 
Insurance Company of Cedar Rapids, Iowa, 
one of the America Fore group, died on Sun- 
day, June 21, at the age of fifty-four years. 
Funeral services were held on Monday, June 
22. 

Mr. Pirkel’s entire business career was spent 
with the Farmers. A native of Cedar Rap- 
ids, he first became connected with the com- 
pany in 1890 when but seventeen years old. 
He has been a secretary of the company since 
March, 1924. 


Baltimore American of New York 
Organizing 

Announcement is made that the Baltimore 
American Insurance Company of New York is 
in process of organization, by parties identified 
with the National Liberty of New York. 
When organized, it is understood that the new 
company will take over the business of the 
3altimore American of Baltimore. 


Life Management Association 
The Life Office Management Association, 
which was organized last year, will hold its 
1925 conference at the Edgewater Beach hotel, 
Chicago, October 1 to 3. 


Death of S. E. Locke 
Sidney E. Locke, vice-president of the Hart- 
ford Fire Insurance Company, died suddenly 
at Bolton, Conn., on Tuesday. 


New England Agents 
(Concluded from page 4) 


John E. Daniels, of Boston, impersonating 
a ficitious “Alexander McGregor,” chairman 
of the Board of Insurance Governors of North 
Britain, delivered an address half humorous, 
half serious in which he told of the encourage- 
ment given the idleness tendency in this coun- 
try because of the activities of fraternal or- 
ders. He urged men to be independent and 
not rely on outside influences for support. His 
humor and wit were the sensation of the even- 
ing when, upon request, he sang two verses of 
“Annie Laurie,’ thunders of applause re- 
warded him. Entertainment during the dinner 
meeting was furnished by a group of New 
England insurance men who rendered vocal 
selections that won the approval of those 
present. 


Fred L. W. Bennett, of Salt Lake City, an 
insurance agent for many years and a writer 
and correspondent on insurance subjects since 
I9II under the pen name of “Louis Ward,” 
and at one time a member of the Corporation 
of Insurance Brokers and Agents of London, 
England, was married in the Temple on Fri- 
day, June 12, to Miss Lily M. Raymer, also 
of Salt Lake City. Following the ceremony the 
couple left for a trip to Northern Utah and 
Southern Idaho. 


—The National Board of Fire Underwriters has 
issued special editions of the List of Inspected Burg- 
lary Protection Appliances and the List of Inspected 
Automobile Appliances for members of the National 
Fire Protection Association. 
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The Health of the Navy 


Consulting Statistician, Prudential Insurance 


The annual report of the Surgeon General 
of the Navy for 1924 is a contribution of 
extraordinary value to the study of mortality 
problems of the adult male population, subject 
to widely varying conditions and influences 
upon health and mortality. The Surgeon Gen- 
eral, Dr. E. R. Stitt, is himself one of the 
most distinguished authorities on medicine, 
particularly in its application to tropical con- 
ditions, and his report is evidence that he has 
brought to bear upon the discussion of various 
problems his exceptional experience and meth- 
ods of research extending over many years. 

The average complement of the navy, in- 
cluding the marine corps, during 1923 was 116,- 
505, which compares with an average force at 
home and afloat of 173,034 during the ten- 
year period ending with 1922. The general ad- 
mission rate for all causes was 618 per thou- 
sand during 1923, compared with an 
average of 674 per thousand during the pre- 
ceding decade. The actual number of deaths 
from all causes during 1923 was 472, or 4.4 
per thousand, which compares with a rate of 
8.01 per thousand during the preceding ten 
years, which, however, the war 


which 


including 
period is not a true average of normal condi- 
tions, as shown by a supplementary table for 
each year indicating a range in mortality from 
a maximum of 18.47 per thousand during 1918 
to 3.23 per thousand during 1922. 

The navy death rate, like the corresponding 
death rate of the army, is, of course, in a meas- 
ure affected, and at times quite considerably so, 
by the rate of discharges from the service by 
reason of the disability of men who may possi- 
bly have subsequently died from diseases con- 


By Frepertck L. HorrmMan, LL.D., 


The report includes a 
discharges during 


tracted in the service. 
detailed table, giving the 
1923, numbering 2168 for diseases, 122 for in- 
juries, 10 due to poisoning and 30 due to in- 
juries received prior to entering the naval ser- 
vice. A study of this table is advisable, as an 
aid towards a thorough understanding of the 
low mortality rate in the naval branch of the 
Federal Government. 

A further element of importance is the in- 
creasing care exercised in the selection of re- 
cruits. To the extent, of course, that obvious 
misfits or persons suffering from serious im- 
pairments are eliminated the subsequent dis- 
charge rate must be reduced. During the year 
1923 the number of total applicants for ser- 
in the navy, without previous service 
experience, was 79,890, of which 20,113 enlisted. 
In the marine corps out of 30,003 applicants, 
7418 enlisted. In other words, rejections may 
be for medical or non-medical reasons and 
only the former are dealt with in detail, as re- 
gards principal causes of unfitness for service. 
The details of this experience make a valuable 
contribution towards a better understanding of 
the prevailing amount of disability in the popu- 
lation of military ages, although it must be 
considered that examined 
represent a selected body, from which most of 
the obviously unfit have previously been elimi- 
Of the 28,005 original applicants for 
service the medically 
examined, 4855 were rejected on account of 
errors of refraction; 2065 on account of flat 
feet; 1906 on account of deformities; 1110 on 
account of being under height; 3052 on ac- 
count of being under weight; and 2765 on ac- 
count of defective teeth. Here again it is ob- 
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vious that the reasons for medical rejection in 
the navy, as is, of course, the case in the army, 
are primarily military and not strictly medical, 
such as would apply in medical examination for 
insurance. Jt may be pointed out in this con- 
nection that, for illustration, rejections on ac- 
count of goiter or a tendency thereto number 
238, while color blindness accounts for 1232 re- 
jections, and stammering or defective speech 
for 87. There were only 4 rejections for alco- 
holism and 1 for drug addiction. 

The Surgeon General takes occasion to point 
out that “it is extremely desirous that an an- 
nual physical examination be made to benefit 
each naval officer and thatthe examination be 
conducted with a view to conservation, rather 
than to elimination from the active list. In 
order that this shall conserve 
defective officer personnel by the detection of 
the earliest signs of disease and the institution 
of proper measures tc remedy defects, it is the 
desire of the bureau that the examination be 
conducted most thoroughly by a board com- 


The 


officer undergoing examination should be told 


examination 


posed of two or more medical officers. 


frankly that the examination is being conducted 
largely for his own benefit, in order that he 
may know whether or not he is in sound health 
and, if he has anv defects, how they may be 
corrected.” 

The annual examination applies, for the time 
being, only to officers. It would seem advis- 
able that it should extend also to the men. It 
has unquestionably a great value, and indeed 
a very great value, if made with the required 
degree of thoroughness, which unfortunately 
is wanting in most of the periodical medical 
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examinations made in behalf of persons in the 
general population. 

The vital statistics of the navy for 10923 
show that the rate of sickness was less and 
also the corresponding rate of disability than 
during most of the recent years in navy experi- 
ence. The rate of mortality, as well as sick- 
ness, is now so low that on superficial con- 
sideration it might not seem to admit of much 
further reduction. But a careful examina- 
tion of returns in detail, both as regards 
diseases and accidents, is suggestive of a mate- 
tial saving in life, health and strength, if all 
diseases and injuries could receive the earliest 
possible and thoroughly qualified consideration. 

Attention, for illustration, in this connection, 
is drawn to the wide differences in admission 
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rates for the various ships and stations, and 
while it is practically impossible in any given 
case to make sure of all the facts which de- 
mand consideration, the contracts are cer- 
tainly, in many particular instances quite strik- 
ing. As is the case in the army, the sickness 
rates for the navy are always affected, and 
quite considerably so, by the number of new 
recruits taken into the service regardless of 
the fact of a previous medical examination. 
This fact is strikingly emphasized by the 
higher sickness rates in early life, certainly in 
the case of all the acute infectious diseases. 
On the other hand, there is a distinct tendency, 
as pointed out, on the part of certain men, 
usually with an undesirable service record, to 
exaggerate acute symptoms or slight partial 
disability to long standing, which, of course, 
corresponds to the same difficulty in the set- 
tlement of workmen’s compensation claims. It 
may be said also that the plan for recording 
admissions to the sick list, is disability of suffi- 
cient degree to require relief from perform- 
ance of duty for twenty-four hours or longer. 


A suggestive statement, on the part of the 
Surgeon General is to the effect that “the 
experience of the navy, like that of the United 
Fruit Company, is that good health conditions 
can be mnintained in the tropics with the 
enforcement of reasonable sanitary measures, 
provided individuals exercise as much intelli- 
gence regarding their health as they custom- 
arily do in northern climates. Of course, 
naval personnel in the tropics cannot always 
be safeguarded against insanitary conditions in 
the enviroment. Malaria especially is likely 
to cause many admissions to the sick list in the 
absence of power and means to control 
mosquitoes.” But it is said, in further ampli- 
fication that: “Life for officers in the tropics 
usually differs much less from that in the 
United States than is the case with enlisted 
men. Officers have their wives and families 
with them, and consequently enjoy the social 
activities that home life makes possible.” 

With further reference to the physical de- 
fects found in officers during the 1924 physical 
examination the following facts are of special 
interest: The average number of officers dur- 
ing the year who were physically examined 


was 8922. The most important impairment 
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disclosed by the examination was overweight, 
accounting for 2.80 per cent of the number 
examined. This was followed by moderate 
arterial hypertension, representing 1.91 per 
cent, defective vision 1.6 per cent, and inde. 
finite cardiac pathology 1.05 per cent. All of 
the remainder of the impairments represented 
less than 1 per cent in each particular case 
of the number of men examined. For all com. 
bined the total number of persons found with 
some form of physical impairment was 1127, 
or 12.63 per cent. 

Attention is directed to the evil of over. 
crowding, which, however, during recent years 
has been materially diminishing. It is prob. 
ably one of the most important contributory 
causes in accounting for the frequency of cer- 
tain infectious diseases. Attention is also 
called to inadequate ventilation of quarters, 
based upon a standard provision for air sup- 
ply on the basis of 50 cubic feet of fresh air 
per minute for each of the estimated number 
of occupants under normal conditions. This, 
however, is considerably in excess of the re- 
quirements of good ventilation in buildings, 
under most circumstances, but even this is not 
infrequently insufficient in the navy to maintain 
good ventilation in certain living compartments 
on board ship. The unsatisfactory conditions 
are now limited to few instances, which prob- 
ably, in course of time, will be corrected. 

Lung diseases in the navy, which in former 
years, were a very serious item of disability 
and mortality, have during recent years, as the 
result of diminished overcrowding and better 
ventilation, materially decreased. As _ pointed 
out in this connection the principal obstacles 
to reduction in morbidity rates on board ship 
are the prevalence of communicable respira- 
tory and venereal diseases in the communities 
visited by the men on leave or liberty; over- 
crowding on board ship; high rate of per- 
sonnel turnover; and lack of knowledge or lack 
of attention to personal hygiene on the part 
of the men themselves. 


The report includes an extremely interest- 
ing table, showing the distribution of enlisted 
men by divisional periods of life. This analy- 
sis applies to 85,217 men, of whom: 12.88 per 
cent were of ages 16 to 19; 52.07 per cent 
were of ages 20 to 24; 19.13 per cent were 
of ages 25 to 29; 9.41 per cent were of ages 
30 to 34: 4.32 per cent were of ages 35 to 30. 
In other words, 84.93 per cent of the men in 
the navy are under forty years of age. Since 
the age distribution affects all sickness and 
mortality rates, it is of the first importance 
that the large proportion of young persons in 
the navy should not be overlooked in drawing 
comparisons with corresponding data for the 
civil population. 

During 1923 there were 70,834 admissions to 
the sick list for all causes, equivalent to a rate 
of 607.68 per thousand, or 61 per cent. This, 
at first, seems a rather high rate of sickness, 
but its significance is materially reduced when 
all the facts are taken into consideration, for, 
of course, the medical service is free and 
there is not the slightest doubt. as previously 
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indicated, that there is a reasonable degree of 
malingering, especially on the part of new re- 
cruits. The number of service days lost on 
account of all admissions was 1,476,000, or an 
average of 12.7 days per person in the service. 
This is about three to four days in excess of 
prevail 


generally assumed _ to 


the average 
in industrial occupations. The 


among men 
average number of sick days, per person, ad- 
mitted to the sick list was 20.5, which com- 
pares with 18.7 days for 1922 and 20.1 for 
i921. The average number of enlisted men 
constantly sick was 3.4 per cent. This also 
seems rather high when compared with indus- 
trial occupations which rarely exceed 3 per 
cent and often go down as low as I per cent. 

Among the 85,217 enlisted men there were 
during 1923 47,521 admissions for diseases, 
equivalent to a rate of 557 per thousand. The 
number of admissions on account of injury 
was 5318, or at the rate of 62 per thousand, 
while in addition thereto 145 were admitted on 
account of poisoning, or at the rate of 1.7 per 
thousand. Combining the foregoing there were 
52,984 admissions, or at the rate of 621 per 
thousand. It is not quite clear why this re- 
turn should differ from the rate previously 
quoted and given as 668 per thousand. The in- 
formation, however, is given by ages and shows 
conclusively that the younger aged groups 
contributed the major portions of the admis- 
sions to sick lists as well as on account of in- 
juries. Combining all causes it appears that 
the admission rate for ages 16 to 19 was 083 
per thousand; for ages 20 to 24 was 669 per 
thousand; for ages 25 to 29 was 485 per thou- 
sand; for ages 30 to 34 was 349 per thousand: 
for ages 35 to 39 was 307 per thousand: sub- 
sequent to which the rates become irregular, on 
account of the small numbers exposed to risk. 


Causes oF Morpipity 


The most important cause of morhidity dur- 
ing 1923 was represented by the diseases of the 
respiratory system, accounting for 20.34 per 
cent of all admissions, followed by venereal 
diseases accounting for 19.94 per cent and com- 
municable diseases transmissible by oral and 
nasal discharges 12.48 per cent. Most of these 
represent diseases or conditions which admit 
of a further reduction in the licht of a better 
understanding of the conditions under which 
they arise; for examined by individual diseases 
it appears that the principal causes of admis- 
sion were gonorrhea, representing 14.22 per 
cent of all admissions, followed by tonsilitis 
with 9.52 per cent and acute bronchitis 8.08 
per cent, and influenza 7.25 per cent. 

The admission rate on account of influenza 
increased from 22.6 per thousand in 1914 to 
a maximum of 240.6 per thousand during 1918, 
reaching a minimum of 19.9 during 1921, after 
which the rate has been 63.1 during 1922 and 
39.9 during 1923. The influenza death rate 
reached a maximum of 8.25 during 1918, fol- 
lowed by 1.96 during 1919; 1.97 during 1920. 
Since then the rate has been of negligible im- 


portance. During 1918 the number of deaths 
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from influenza in the navy was 4158. 

The report contains some extremely inter- 
esting observations on pneumonia, which can- 
not be dealt with on this occasion. 

Of special importance, however, are the ob- 
servations on tuberculosis, briefly referred to 
as follows: The admission rate for tuber- 
culosis remained almost stationary during the 
period 1912-1921, having averaged not quite 
5 per thousand, but the rate was only 3.21 per 
thousand during 1922 and 2.85 during 1923. 
The death rate from tuberculosis, which had 
been as high as 59.67 per hundred thousand 
during 1920, diminished to 51.72 during 1921, 
to 22.10 during 1922, and 15.4 during 1923. 
The indicated fatality rate per hundred cases 
treated was only 5.42 during 1023. 

On account of the wide distribution of the 
force at home and afloat, the question of mala- 
ria is of some practical importance, although 
the death rates are extremely low. There were 
1107 admissions for malaria in 1923, making 
the admission rate per thousand 9.60 of the 
The average number of sick days 
There was 


personnel. 
per admission, for malaria was 15. 
one death from malignant tertian malaria re- 
ported from Hampton Roads. Most of the 
malaria was contracted in Haitii and Santo 
Domingo. In both of these islands, however, 
the admission rates were very much reduced 
during 1923, compared with 1922 and 1921. 
Some malaria continues also to be contracted 
in the Panama Canal Zone. 


VENEREAL DISEASES 

The report contains extended observations 
on venereal diseases, which lead all other 
diseases in 1923, not only in the number of 
cases, but also in the number of sick days. The 
frequency of venereal affections is, of course, 
greatest at ages under thirty. For all ages the 
admission rate in 1923 was 136.8 per thousand, 
while for the ages 20-24 the rate was 172.7. 
The problem of venereal diseases in the navy 
continues about the same as during the preced- 
ing six or seven years, but the rates are not 
as high as in 1914, or 163.10. 

In the foregoing manner practically every 
important disease or affection is dealt with in 
the report, separate consideration being given 
to accidents and deaths from violence. In- 
juries in 1923 caused 10 per cent of all ad- 
missions to the sick list and were responsible 
for 11.5 per cent of the total sick days. Of 
interest is an analysis of accidents connected 
with the actual performance of work or pre- 
scribed duty, numbering 1842, of which it is 
stated that in 86.37 per cent of the cases negli- 
gence was not apparent. There were also 904 
accidents, not connected with work, of which 
QI per cent represented cases in which negli- 
gence was not apparent. 

Of special interest are, of course, the acci- 
dents directly attributory to naval and mili- 
tary hazards. This class of hazards was re- 
sponsible for 87 deaths, or 61 per cent of all 
injuries. Aeronautics were responsible for 59 
admissions and 11 deaths, while submarines 
caused six admissions and 1 death. Other naval 
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and military agents and hazards caused 215 
admissions with 53 deaths, and_ strictly 
nautical hazards on shipboard caused 459 ad- 
missions with 22 deaths. These accidents are 
dealt with in considerable detail, with impor- 
tant observations on accidents caused by 
athletic sports, motor vehicles, drowning, and 
particularly aviation, which is dealt with in 
extended detail and to special advantage. 

Finally, there are brief references to homi- 
cide and suicide. Of the former there were 
18 instances of attempted homicide, with three 
deaths and there were 55 attempted suicides 
with 35 deaths. 

I have thought it advisable to go into some 
of the details of the navy mortality and mor- 
bidity experience, to afford a convenient com- 
parison with the corresponding review of the 
health of the army. It would seem well worth 
while for life insurance companies to take 
cognizance of many of the important conclu- 
sions advanced, as bearing directly upon the 
medical selection of risks for insurance, and 
the normal as well as subnormal mortality of 
men exposed to particular and well known 
hazards. 

As in the case of the army, it is certainly 
desirable that the experience of the navy for 
the last ten years should be brought together 
into a thoroughly consolidated and critically 
considered report; but the annual reports, in 
their present form, furnish a wealth of in- 
formation well deserving of extended and 
careful consideration. 
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of death since 1911.20.00... 00000 cece cece eeeeee 32.1% | Home Office Building 
| —— 
Decline in Metropolitan Tuberculosis mor- 111 NORTH BROAD STREET 
Gelli ents mimee 1921... 2... 2c cece sees nea 53.4% PHILADELPHIA, PA. 
Decline in Metropolitan Typhoid mortality | 
PATE SINCE TONE oo. oie wie ciswivwioes eoeeccesesn oavad 80.3% President a 
Decline in Metropolitan Diphtheria mortal : - ) CLIFTON MALONEY 1 
sty vate'since 1910... we cnc ww cee secccdan 53.1% 
ce 
Health information through magazine adver- | 2 n 
tisements reached in 1924...............50,000,000 people | Only high-type men and women can ob- u 
Health literature distributed free in 1924. . .40,474,878 copies | tain contract to represent this company. ; 
— nursing care for sick policyholders in nace - For salesmen and saleswomen of such type : 
RPM t ie totes dob enn eh. ah SS Brack Sib wins as a oracevaiwi ae ,965,295 visits s x 
ae we have an interesting contract to offer, a 
Healt i i film shown to.......... 2; R : 
ealth examination film shown to 000,000 people backed by real co-operation. 0 
Total expenditures for Health and Welfare 
Work among Policyholders in 1924.......... .$3,027,001 .25 JACKSON MALONEY 
Vice-President 
a—_,:,_<_* ee Co. A. MOSELEY HOPKINS 
Manager of Agencies 
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Make Sales by Showing Prospect He Is Com- 
plimented by Being Asked to Buy Life 


Insurance 


By Frank H. Wmxtams 


“T haven't sold an insurance policy by driv- 
ing up the hearse t6 a prospect’s door and 
starting the mourners weeping for many a 
year,’ said the old-time insurance salesman 
as he draped himself more or less artistically 
over his old easy office chair. “Instead of 
chanting a funeral dirge when I call on pros- 
pects, I tell prospects that the visit of the in- 
surance agent is really a compliment to the 
prospect and is a time for rejoicing. 

“T emphasize this idea just as strongly as I 
possibly can. I spring it on the prospects 
right in the start of my visit. I say something 
like this to them: 

“*You ought to be tickled to death to think 
that I’m calling on you and trying to sell you 
insurance. It isn’t every man that is handed a 
real compliment like this.’ 

“That sort of a line of talk sure makes ’em 
sit up and take notice in most cases. They 
look surprised and they, perhaps, do some 
laughing. At least they smile, sort of sarcas- 
tically, as though they think I’m trying to kid 
them. 

“How come?’ the prospect will probably re- 
ply. ‘What makes you think that it is such 
a big compliment to me to be asked to buy in- 
surance from you?’ 

“Tl tell you why its a compliment, I 
answer. 

“The reasons I give are these: 

“First—Only men who appear to be in the 
best of health are ever approached by the life 
insurance agent for the purpose of trying to 
sell insurance to them. 

“The life insurance salesman’s time is very 
valuable. He has to make every minute count 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. To-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 
Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 














or he won’t ever get very far in his task of 
selling sufficient life insurance to make a good 
living. Consequently the life insurance sales- 
man never wastes time with prospects who look 
as though they wouldn’t be able to pass the 
necessary physical examinations. This is the 
case because every life insurance salesman 
knows that there is hardly anything in the 
world more discouraging to him than to put 
forth a lot of effort in selling insurance to a 
prospect and to then find that the man can’t 
make the grade when it comes to the physical 
examination. 

“Life insurance salesmen, through experi- 
ence, soon learn to size prospects up so that 
they can tell almost at a glance which pros- 
pects will get through the medical examination 
and which will not. 

“Second.—Only men who are judged capable 
of paving the required premiums are solicited 
to buy insurance, particularly in large amounts. 

“Consequently when a life insurance sales- 
man solicits a man to buv a large sum of life 
insurance, that solicitation is a real and sincere 
compliment to the man’s financial standing, his 
standing in the community and his prospects 
in life. 

“Life insurance salesmen are the keenest 
judges in the world of a man’s real standing 
in his community and his financial worth. The 
average life insurance salesmen knows pretty 
thoroughly, before he tackles a prospect, just 
about what the prospect’s financial condition is, 
this opinion of the life insurance salesman be- 
ing the reflection of the opinion of the com- 
munity as a whole regarding the prospect. 

“This means, then, that when a prospect is 
solicited to buy a large policy the entire com- 
munity holds him to be a man of real means. 
So every man who is solicited to buy a large 
policy should feel flattered to think that he is 
held in such high esteem by the life insurance 
salesman and by the community as a whole. 

“Third—It is a compliment to a man to be 
solicited to buy a large policy of insurance be- 
cause such a solicitation is evidence of the fact 
that the life insurance salesman and the com- 
munity as a whole feel that the prospect is go- 
ing to become even more successful financially 
and even more prominent in the future than he 
has been in the past. 

“Life insurance salesmen nowadays take it 
for granted that the average successful man 
has adequately provided for his family’s pro- 
tection in the event of his death. Life insur- 
ance salesmen realize that they don’t have to 
do any selling of insurance to the average suc- 
cessful man along these lines. 

“Life insurance salesmen, therefore, pick out 
those men, when going out to sell insurance, 


(Concluded on page 38) 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 Insurance in _ force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ee TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 











More Tekneek--Being Letters of a Would-Be 


Life Insurance Agent to His Girl 


By H. L. Jones 





The “hero” of these letters is of a type 
that is fast becoming obsolete, there be- 
ing no room for such as he is in a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knovwl- 
edge. The accompanying letter is the 
thirteenth of a series which brings out in 
a novel manner the mistakes an agent can 
make. Companies or general agents that 
are interested are invited to write to the 
editor and tf sufficient interest is shown 
they will be issued in booklet form— 
Epitor’s Norte. 


prospect. "Mean. And he had a lovely wife. 
And home. He said, no, I’ve enough and | 
won't take no more. What do you call enough, 
he said, to which he answered, I’ve 50 thoy. 
sand dollars in my wife’s favor. Well, our 
fello said, I can’t understand. Understand 
what? he asked. Understand you, he said, 


what’s your excuse for living? 














My Dear Gladys: 

What a funny thing your uncle don’t like 
your dad and hates the sight of Wendelsohn. 
He must be a decent sort of man. JI wish you 
had a better photo of me to show him than 
that snap. 

Retired, is he? Well, he’s like your father 
for that, only he can afford to. There’s a 
big diference in men, eh Gladys? 

I wish your uncle wasn’t so old and in fail- 
ing health. He would have made a good pros- 
pect. And he likes my letters, eh Gladys? 

I want to tell you some more about those 
incomes which I never finished in my last. The 
lecturer said what a lot of wonderful things 
you could do with a check. Monthly. I could 
surprise him with the wonderful things I could 
do. You know what I mean. I always get 
back to the one topic. But I’m like that, 
Gladys. Constant. 

If you read the magaseens regular you must 
have seen true stories by clever people who 
manage. How? They divide their weakly in- 
come into bits. It reely doesn’t matter how 
small the hits is, there’s always something left 
to buy a car and get a home for themselves. 
Then they have lots left over for what they 
call sundrvs and savings. 

This shows how things can be done if you 
balance monthly. I don’t see why we couldn’t 
do this when the insurance business picks up, 
ch Gladys? 

You ma can see I’m hiding nothing. Open 
and above bored. I'm like that. And strong 
for system. You get that way when you take 
the coarse and spend your evenings on the 
papers. They say in this business, the sky 
is the limit, which sounds O. K. if I was a 
baloon. As regards you, I’m a captive baloon, 
eh Gladys? Straining. 

Did I tell you I got two applications for 
the managers’ berthday? They were known 
as leads from the second one I got. But I'd 
like to be more independant and get them like 
the big men. We had a class meeting of 
agents and special reprecentatives when one 
of the big fellos told how he was seeing a 
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The Providers 


Life Assurance 
Company 
Operates in IIlinois, Ohio, 
Missouri and Michigan. 


Desires to secure a capable 
agency organizer. 


Salary and commission. 


Apply Home Office 
1530 N. Robey Street 
Chicago, Ill. 











Home OFFice 
MONMOUTH.ILL 
wae 





One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,750,000. In- 
surance in force $115,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today. 


AGENCY DEPARTMENT 
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JUST PUBLISHED 





A NEW BOOK 


By 


WILLIAM ALEXANDER 


ON 


INCOME 
INSURANCE 


This book deals in a novel way 
with this important subject. 


Agents who have sold Income In- 
surance, and those who have failed 
to sell it, will find it invaluable. 


It demonstrates the fact that what 
is best for the family is best also for 
the agent—that agents who offer 
Income Insurance in appropriate 
cases make more money than those 


who do not. 


It emphasizes the fact that preach- 


ers, doctors, teachers, artists, 
writers and other men who lack 
business training are as incom- 
petent to take care of their money 
as women, and that if women were 
trained they would be as competent 


investors 2s business men. 


It proves that women suffer less 
from get-rich-quick swindles than 
through investments that appear 
to be conservative, but are not, 


or which deteriorate after purchase. 


One chapter in this book contains 
a longer list of good income selling 
points than has ever before been 
gathered together. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Publishers 135 William Street 
Insurance Exchange NEW YORK 
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The class laughed, though I couldn’t see 
nothing so funny in that, can you Gladys? 
I’ve seen a lot of fellos about insurance who’ve 
got none at all, neither no excuse for living. 
But if I was to say a thing like that to them 
there would be Hail Colombia. From the 
manager. 

The same man told us we should always see 
a prospect’s point of view. Then disagree with 
him, only he won’t know ypu are like that, 
seeing it from what they call another angle. 
He said, have you never been to a barber’s 
shop and taken a seat next to a man what’s 
having a shave. His head: is tilted and he 
has his eyes shut because of the lather. But 
you know him at once, from his eyebrows, 
nose and his mouth. And chin. And you 
wait to surprise him when he gets up. Then 
he gets up and you see it’s not him at all, but 
another fello you never knéw. Showing the 
diference in an angle and a'point of view. 


If I was to see my prospécts point of view 
they would live for ever. And be chronik 
poor. Their point is my digapoint, Gladys. 

I have met men who néarly cried with 
thanks to the agent who got them a policy 20 
yeres ago which they wish \had been four 
times as large. They cry worse though when 
you ask them to take more. [I can’t under- 
stand them. The worst about the point of 
view is that you and your prospect look at it 
threw diferent glasses. You look at his needs 
threw a telescope and he looks at the same 
view with a mikeroscope. How can you agree, 
Gladys? You tell a man like that he has no 
vision. That’s when you’re neerly finished the 
talk and vexed. And he says you have vision 
alright. Meaning a dream of writing him up. 

He is what they call a man with no soul. 
If religions could start insuring souls, Gladys, 
there’s a lot of them would never pay no divi- 
dends. Only claims. If men was diferent I 
would have asked you a certain question, 
Gladys, and I wouldn’t care about a few words 
from your father. Providing your mother 
agreed. What’s a few among so many, eh 
Gladys? 

Yours to a monthly check. 
HEnrRY. 


Saturday Evening Post on Life Insurance 

Under date of June 20, The Saturday Even- 
ing Post has published an article entitled “The 
Rich Man’s Insurance.” The article in ques- 
tion is written by Chester T. Crowell, a staff 
writer, in the form of an interview with a life 
insurance agent whose specialty is inheritance 
tax insurance. The agent 
the opportunity to dig the average agent whose 
requirements 


interviewed takes 


knowledge of inheritance tax 
amounts to little or nothing. 
The article points out the dangers which lay 
in the inheritance tax laws for the average 
estate and possibilities of its entire dissipation 
unless protection by means of life insurance is 


provided. 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















What They Are Saying About “Income 
Insurance” 

The new book entitled “Income Insurance,” 
by William Alexander, which has just been 
published by The Spectator Company has 
aroused considerable comment among home 
office officials and in the field. The following 
extracts from letters received by Mr. Alex- 
ander are illustrative of the high opinion in 
which the writers hold the book: 


From INSURANCE OFFICIALS 

It is one of the most helpful contributions 
you have yet made to the life underwriter, and 
that is saying a good deal. I hope the book 
has a wide circulation because it will thereby 
influence in the right way the thought and ac- 
tion of life insurance men. 

F. H. Davis, 

Agency Vice-President, Equitable Life 

Assurance Society of the United States. 

The book will do a great work now and will 
go on to do a still greater work as the field of 
income insurance that you have done so much 
to open becomes ever increasingly cultivated, 
to help first the beneficiaries of the insurance 
and, after that, the agent and the company. 

W. J. GraHAM, 

Second Vice-President, Equitable Life As- 

surance Society of the United States. 

In dealing with all the classes held for the 
instruction of agents I insist upon the impor- 
tance of some form of Income Insurance when 
the insurance is taken for the protection of the 
family. Consequently the book entitled “In- 
come Insurance” will be of great value to me, 
and I know that it will also be to any one 
else who may conduct courses of this character. 

A. E. Borpen, 

Agency Instructor, Equitable Life Assur- 

ance Society of the United States. 

I congratulate you upon the interesting way 
vou have approached this smbiect. I became 
interested in it last night and stayed up quite 
late perusing it. 

T. H. Rocxwett. M.D., 
University of Pittsburgh. 


From Fietp Men 
Tt is another great contribution you 
made to the cause of income insurance. 
Tt is not your fault that this idea which vou 
advocated so zealously and efficiently for years 
and years is not more thoroughly impressed 
upon life underwriters. 


have 


E. A. Woops. 
T shall use it to the best of effect. 
With the exception of a policy or two to 
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pay extraordinary expenses in the event of my 
death, all of my own insurance is on some in- 


come plan. 
G. T. Sistevy: 

I have quite a number of notations of partic- 
ular portions of the book which I felt would 
make the best impression upon my agents, and 
I am confident that these ideas will be a factor 
in my agents measuring up more fully to the 
responsibility to their clients. 

HERMAN Moss. 

Will not only help me, but help me to help 
my agents. 

; Js POWELL. 

It is a wonderful little book. I subscribe 
most heartily to the many splendid, interest- 
ing and novel suggestions. 

T. B. Sweeney. 

It is a masterpiece. If anyone, after hav- 
ing read this book, isn’t thoroughly sold on 
Life Income Insurance, I say there is some- 
thing wrong with him. 

W. W. KINGMAN. 

I have already looked it through carefully; 
what I have read in it has had a_ powerful 
effect upon me. 

F, W. Futter. 

I have read with interest your new book on 
Life Income Insurance and have found it very 
helpful. I feel certain that it will prove quite 
an influential factor in all our agencies in the 
development of the life income idea. 

Since receiving it I have discussed the sub- 
ject in an agency meeting and last week I 
spoke to a class conducted by the Y.°M. C. A. 
and used in my talk quite a bit of material 
contained in vour book. 

M. A. NELSON. 

I shall study this book and pass so much 
as may be possible along to individual agents 
and I am sure that it will aid them materially 
in their efforts to sell the best protection—“In- 
come Insurance.” 

W. T. Roppey. 


THE SPECTATOR, 


Thursday 
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It is indeed a contribution of better service 
to the American people to teach them the im- 
portance of income insurance for family pro- 
tection. 

With high esteem and my personal regards, 
I am, 

E. M. CrutcHFIeLp. 

This book carries a most effective explana- 
tion of the new and real way in life under- 
writing, and I consider the work a splendid 
acquisition to our profession. 

H. F. Berts. 

I was particularly struck with the very first 
and second paragraphs of the first chapter. 
For some years it has been my pleasure to 
work for anything which would elevate the 
life insurance business, and I have endeavored 
at all times to do anything which would chanyze 
our work from a business to a profession. I 
would that every man in the insurance busi- 
ness could catch the idea you express in these 
two paragraphs, for to my mind you have 
clearly and properly stated the correct attitude 
for the true life insurance man. 

J. W. THomson. 

It seems to me that if an agent were to 
take this book and read it from time to time 
he could not help but sell Life Income Insur 
ance. I preach Life Income Insurance in sea- 
son and out to my agency force. 

Wo. J. KEATING 


Make Sales 
(Concluded from page 35) 

whose interests are broadening and who con- 
sequently require additional coverage in order 
to eliminate the chance of losses to their busi- 
nesses and in order to provide for taxes and 
all that sort of thing. 

“Consequently when a life insurance sales- 
man goes to a prospect who is already carry- 


ing large amounts of insurance it is a real com. 
pliment to the prospect. The life insurance 
salesman will be pretty well acquainted, in aq. 
vance of his visit, with the fact that the pros. 
pect is already carrying large amounts of jp. 
surance and he will know that the only reason 
the prospect will buy any more insurance is 
to take care of his increasing business respon. 
sibilities. For a man who is already carrying 
large amounts of life insurance to be asked 
to buy even more insurance, is the best sort 
of a compliment to the man because it is an 
indication that he has been picked out as be. 
ing a real comer. 

“Fourth.—It is a compliment to a man to be 
asked to purchase more life insurance because 
it indicates that he is marked as a man who 
enjoys life, who wants to get the utmost 
possible out of life. 

“The man who is a fearful pessimist is sel- 
dom a big purchaser of life insurance. The 
pessimist is always éfraid of this, that and the 
other thing. He’s afraid that he can’t meet 
the premiums and may lose what he’s paid in, 
He’s afraid that he'll simply be piling up 
money for other people to enjoy. He’s afraid 
that someone may kill him for his insurance. 

“The optimist, on the other hand, feels that 
by buying life insurance he’s saving money 
which he will live to enjoy in his old age. He 
feels that he is getting more out of life by pro- 
viding adequate protection against all emergen- 
cies and thus relieving himself from worry, 
And he feels that life insurance is the best 
possible investment he can make. 








The Main 
Effort 


shortening the selling process. 


best minds in the business. 


right calibre. 


50 UNION SQUARE 





The main effort of this Company is devoted to in- 
creasing the production of the individual agent bv 


By that we mean supplying a Lead-getting Service 
that really produces profitable business, a Service to 
Policyholders that builds the agent’s good-will and 
develops his clientele, and a first-class Educational 
Course that teaches him how to combine his ability | 
with the selling knowledge and skill of some of the | 


There are agency opportunities here for men of the 
For information, address: 
T. LOUIS HANSEN, Vice-President 
The Guardian Life Insurance 
Company of America 
Founded 1860 under the Laws of the State of New York 


NEW YORK 
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This cartoon appeared recently in 


ZY Sag ee one of our publications, call- 
vg => ing attention to the Continuous 
RECORD | SHAN" Oe Monthly Records made by the 
pO AWFUL Union Central in 1925 and 
gin ZEEE predicting another recerd for 
Zp piel aan) May. 
Fe pret . ge 
Goa Uitte Wooo The prediction came true: May 
Never Comal 1 {23 showed an increase of 37% 
Tim ag over our production in May, 
ERDs: 1924. 
ae | This is the sixth consecutive 
S : monthly record in 1925. 
my For this consistency in increase 
= there are many reasons. 
<1 Our Manager in your territory 
= will explain them to you. 








The Union Central Lite Insurance Company 


CINCINNATI, OHIO. 








STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 





The Three Best Sellers in Life Insurance 


Graphically Portrayed 
A Group of Graphic Folders Strongly Emphasizing 
The Main Services Performed by Life Insurance 
I. TAKING HIS PLACE 


A folder graphically demonstrating the use of Life 
Insurance in general. 


II. ANTICIPATION 


A folder illustrating the results of Long Term En- 
dowment Insurance, and the sustaining benefit of a 
Monthly Income Policy. 


III. GUARANTEEING HIS EDUCATION 
A folder graphically demonstrating the value of 
Child’s Educational Endowment insurance. 
The policies of protection involved represent the 


THREE BEST SELLERS IN LIFE INSURANCE 
and are thus illustrated by Three Four-page Folders, 
each of them teaching a separate lesson. indicating 
the value of Life Insurance on special grounds. 

The leaflets, above mentioned, as a series, are 
valuable for companies and general agents to place 
in the hands of their agents as three serial canvassing 
documents, but may be circulated separately. 


These three graphic folders are now in press. 
for prices. 


THE SPECTATOR COMPANY 
NEW YORK 
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OWNERSHIP or STEWARDSHIP? 


The difference in meaning between these two words 
Is the difference between the policy and management 


Of The 


INTER -SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky, 
And 
Banks, Financial and other Commercial Institutions. 


Ownership is of pagan origin 


Stewardship is of Hebrew and Christian origin. 


ILLS. IND. OHIO PENN. 





KY. 
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The 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 


Operates in Ten States 
W. VA. 


Good Contracts for Good Producers. 


The 


INTER-SOUTHERN LIFE INSURANCE C0. 


Founded The Principles 
of 
STEWARDSHIP 


Built 
Developed 
Operated 
For The 


Ever Increasing Family of 


INTER-SOUTHERN POLICY HOLDERS 


That accounts for the INTER-SOUTHERN 

Low Rate Compound Option 4% Coupon Policy Contracts 
And its 

Low Rate Multiple Option 3144% Coupon Policy Contracts 
And its 

Low Rate Group and Employees Club Plan Contracts, 


TENN. ARK. GA. FLA. 

















PUBLIC LIFE 
INSURANCE 
COMPANY 


HOME OFFICE 
CHICAGO 
ILLINOIS 


ALFRED CLOVER 


CHAIRMAN BOARD 
OF DIRECTORS 








Field Annuals 


and 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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SEVENTY-FIFTH ANNIVERSARY 


1850 


1925 


NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont 





New Business Issued during First Six Months 
of 1925 
exceeds 
$40,000,000 


an increase over the same period in 1924 of 


over seven and one-half millions 
































Building a Reputation for Service 


Certain brands of merchandise are so conspicuous | 
for high quality that their names, when we read or 
hear them, automatically suggest superiority. There 
is a make of automobile—and a watch—and a piano— 
which create an instant impression of “‘class’’: whose 


goodness you involuntarily acknowledge. | 


Similarly the Peoria Life, by years of conscientious 
attention to the interests of its agents and policy- 
holders, has built up a reputation for Service. Such 
a reputation does not come as a result of claims and 
pretentions, unsupported by the facts. The public 
recognizes excellence only when there is excellence to 
be recognized. Not just fair or average excellence, 
but of a degree striking enough to attract notice and 
cause comment. 


The Peoria Life has not been satisfied merely to 
talk Service: it has never for a moment relaxed its 
efforts to give the most complete and useful Service 
possible. Such an ideal, persistently followed, ex- 
plains why the name of the Peoria Life, when heard, 
instinctively suggests “SERVICE TO AGENTS” 
and “SERVICE TO POLICYHOLDERS!” 


Peoria Life Insurance Company 


Peoria, Illinois 




















HOW COME? 


J. J. O’Brien of Milwaukee has spent all of his 
earning years in the life insurance business. 
When he desired to build an agency for himself 
in a city where there was no agency opening for 
his own company, he picked The Lincoln Na= 
tional Life. ; 

**I noted that The Lincoln National Life had 
an enviable record. This was undoubtedly due 
to progressive management,’’ Mr. O’Brien said. 

‘“‘The wide range of prospects covered by 
Lincoln National Life policies and the thorough 
services offered field men should be an induce= 
ment for attracting high=type salesmen, I be= 
lieved.”’ 

‘*! am heartily pleased with my choice.’’ 


— = 









The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character’’ 










Lincoln Life Building, FORT WAYNE,IND. 
More Than $365,000,000 in Force. 
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Editorial 


There is an old adage: ‘The 
ship never returned that never 
left port.” 

It means that you cannot reap 
where you have not sown. 

It means that no business will 
come in to you unless you go 
out after it. 

On the other hand, if you do 
go out after business you will get 
it. If you sow you will reap. If 
you send out your ships they will 
sail back to you with sales. 

Perhaps all your ships will not 
always return. Not every seed 
will germinate. Some of your 
calls may fail to develop business. 

You may be certain of this, 
though; that the more calls you 
make, the more sales you will 
ae 











Tornadoes in June 


A recently published list shows 
the dates on which serious tor- 
nadoes and windstorms have 
occurred in the United States. 
The only month free from such 
disasters is December. 

June is highest with 19 serious 
storms out of a total of 109. 
March has had 15 tornadoes, 
May 14, April 12, July 10, Sep- 
tember and February 8, January 
7, November 4, and October 2. 

Can you use those figures in 
soliciting windstorm insurance 
this month? 


If a man does not love his job 
he need not worry aboutit. The 
other fellow will soon have it. 


Moral hazard often enters 
when property is more ambitious 
than its owner. 








Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 





FOR 


EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


OHIO MILLERS 
MUTUAL FIRE INS. CO. 


Canton, Ohio 


Security Mutual Casualty Co. 
OF CHICAGO 


Assets $6,800,000 


ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,006 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 


























Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone 


Indemnity 


Company 


Attorney-in-fact 


° 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


pecial Representatives desired in Pennsylvania and Maryland 
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New 1925 Edition Issued 


NEW YORK INSURANCE LAW 


Annotated 
By WILLIAM EDWARD BALDWIN 
Editor, New York Banking Law, Baldwin's Statute Service, Ete. 





This new edition of the New York Insurance Law contains 

all amendments to January, 1926, with annotations from 

Decisions of the Courts to March, 1925, Rulings of the 
Attorney General, and an Appendix containing 


Miscellaneous Laws Relating to Insurance 
and 


A Summary of the Requirements Relating 
to Fees and Taxes Payable by Insurance 
Companies of New York and Other States 


This is the first printing of the complete 

Insurance Law of New York, since 1922 

Every one requiring knowledge of the New York Insurance Law 
should possess this new and complete book 

Over 450 pages; flexible fabrikoid binding; gilt stamped 

Price $7.50 
The publishers of the 1925 edition of NEW YORK INSURANCE LAW were formerly 
the publishers and own the copyright of Parker’s Insurance Law of New York, a com- 


plete edition of which has not been printed since the year 1922. NEW YORK INSUR- 
ANCE LAW, therefore, takes the place of the former Parker’s Insurance Law of New York 


THE SPECTATOR COMPANY 


NEW YORK 
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FIFTY-EIGHTH YEAR OF CONTINUOUS SERVICE J j 
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| Volume CXIV 3 . Four Dollars Yearly 
aur XXVI S 9 Single Caples 25 Cents 














Cooperation 


That Operates 





A Progressive SURETY and CASUALTY Company 


Sot HUET: 














owheReinsurance Lif gs 


Ss Moines 





Recognition and Confidence 
for North America Representatives 


Before an insurance agent can bring his work with a prospect to a satisfactory con- 
clusion he must build up confidence in the company back of the policy he offers. 


The Insurance Company of North America is well and widely known. It is the oldest 
American fire and marine insurance company with a 133-year record of met obligations. 
It is a national advertiser, keeping its name and the good service of its representatives 
before the readers of the magazines in widest circulation among property owners and 
business men. 

This advertising is fulfilling its purpose. It is winning national recognition for the 
insurance Company of North America and facilitating the work of North America Repre- 
sentatives by creating confidence in North America Protection. 
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And the 


Insurance Company of Indemnity Insurance Company 
of North America 


North America 
p : write practically every form of 
PHILADELPHIA \ lo — N insurance except life. 
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The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 
Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


A. C. Tucker, President 


D. C. Costello, Secretary Wm. Koch, Vice-Pres. 








$10,000.00 a Year 


WE ARE PAYING THIS in earned commissions 
to men who never made half as much before. 

We can’t write the applications for you but we do 
give our agents unlimited scope to exercise their 
abilities in selling LOW COST INSURANCE for a 
good company. 

WE PAY INCREASED COMMISSIONS for 
increased volume, either personal or written through 
agents, and offer EVERY ENCOURAGEMENT to 
growth and development. 


You Deal Direct With the Home Office. 


UNRESTRICTED TERRITORY, 
VESTED RENEWALS, 

AUTOMATIC PROMOTION, 
OVERWRITING ON APPOINTMENTS, 


BONUS FOR $50,000 or $100,000 personal produc. 
tion, 


PERFECTED ENDOWMENTS TO SELL. 
These are some of the Advantages We Offer 
We Have Entered California. 
The Columbus Mutual Life Insurance Co. 


580 E. Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 


June 2 


GO 





The 


This 
to 6( 


date 
ORI 


IND 


Basi 
Jose 























SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 
Fire Liability Marine 


175 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 

















AUTOMOBILE INSURANCE 


By AMBROSE RYDER 
A NEW, COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally arranged book The Eastern 
Underwriter says it is ‘‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: ‘I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance, 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Tue Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York. N. Y. 
at the Postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CXIV, Number XXVI, June 25, 1925; $4.00 per annum, 
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G00D ‘ BETTER 
AS ‘ONES (inna THAN 
THE Ant i! THE 
(COMPANY REST 


6T LouTs. missougt 


Are you Interested in liberal First Year Commissions? Are you interested In non-forfeltable 
renewals? Are you Interested Ia a direct Home Office Contract? Are you Interested in 
elose co-operation and assistance? If you can show a clean record and wish to locate In 
the following territory, Missouri, lilinols, Minnesota, Texas, Oklahoma, Kansas, Obte, 
West Virginia, Kentucky and Tennessee, 

Write A. C. Lovell, Agency Director 


AMERICAN NATIONAL ASSURANCE CO. 


$T. LOUIS MISSOURI 


A GREAT RECORD 
THE INTER-OCEAN CASUALTY CO. 


continues its onward March of Progress 
1924 RESULTS 


WACUNUGY BUCKING 55/5 dura cc neducecdsnccnaendneeaeeeceaaee $1,658,951 
ERQUCUMES a eld fa chdgs Wa cat eU aude dae aKa 205,133 
BUMS acdeedtue eaewdse ooradcaaaddeta cs deeus weenie tas 576,028 
MIMRUQMN Sai asrcccica ad balaicawaevore cen aetna aa 55,451 


Writing all forms of Health and Accident Insurance in 33 States and the 
District of Columbia. 


We furnish what the public wants and what the Agents can sell. 
For Agency Connections 
Address Home Office, Cincinnati, Ohio 


J. W. Scherr, President W. G. Alpaugh, Secretary 


























The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Philadelphia, Pa. 





Independence Square 


GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 









































Executive Offices om 
830-836 Union Street G Pan 





FIDELITY axp SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE, 





CAPITAL, $2,450,000.00 


ASSETS, $8,358,829.72 SURPLUS TO POLICYHOLDERS, $3,468,675.94 


Union Inpemniry 


Great Eastern Department 
100 Maiden Lane 
New Orleans New York 


EUREKA MARYLAND ASSURANCE CORP. 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 
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GUARANTEE FUND 
LIFE 


ASSOCIATION 


OMAHA 



















Pure Life 
Insurance 
Protection 


Attractive 
Contracts for 
Men of Ability 





YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 
HOME OFFICE SHREVEPORT, LA. 
J. C. EVERETT, Mgr. J. E. LEEPER, Mgr., 
fees, a Little Rock, Ack. 


Will open new terri- 
tory if justifiable. 




















Atlantic Life Insurance Company 
RICHMOND, VIRGINIA 


General Agency openings available in: 


West Virginia Kentucky 
Alabama Georgia 
Michigan Texas 


North Carolina 
Assets more than $13,000,000 


HONESTY IS THE BEST POLICY 
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GOT To 
MONEY AND 
WORTH IT 


('VE THE 
STUFF HERE 


TO GET [N To 
‘THAT MONEY 

















| JUST HAVE 
HAVE MORE 
| THINK \'M 


















TAKE A LOOK 
AT JONES 
OVER THERE — 
THAT'S THE 
BEST ANSWER 
| CAN GIVE 
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24 nours 


: OF RECEIPTOFPROOFS 








OUR POLICIES ENABLE YOU To OPEN THIS SAFE 


NORTH CAROLINA 

EAST SOUTH CAROLINA 
A. L. Woods, Southern Mgr. 
P. O. Box 161, 
Greensboro, N. Car. 


SOUTH CAROLINA 

CENTRAL & NORTH GEORGIA 
J. F. Ouzts, Jr., 
Southern Manager, 
205-2-7-210-212 Amer. Bank Bldg. 
Greenwood, S. Car. 






District Managers Wanted in pros- 
perous open territory. 


For Agencies in Alabama, Georgia, 
North Carolina, South Carolina, and 
Mississippi, write our Managers for 
your district. 


For District Agencies in other States, 
write our Home Office. 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 


ALABAMA 
Meyer Levine, Mgr., 
No. 3 Steiner Bldg., 
Birmingham, Ala. 


MISSISSIPPI 
W. D. Ratcliff, Megr., 
515% E. Capitol St., 
Jackson, Miss. 
B. R. Kuykendall Megr., 
Delta Counties, 
Drew, Miss. 

















